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opportunity to handle 
your orders for the 
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U.S. Government, 
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From the Gulf Coast 


Sirs: Your issue for September, 1951, 
was very interesting, particularly the 
article entitled “A Gulf Coast Bank’s 
Self-Improvement Program.” I would ap- 
preciate it if you would mail us an addi- 
tional ten copies for distribution to our 
board of directors. 

IRVIN MoucuH, Executive 

Vice-President, 
Bank of West Baton Rouge, 
Port Allen, Louisiana 
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County Farm Show 


Sirs: When Putler County, Pennsyl- 
vania, farm equipment dealers planned 
their annual farm show this year, Mellon 
National Bank’s Butler Office reserved 
space. 

When the three-day show opened, vis- 
itors were intrigued by the large sign 
at the exhibit featuring grassland farm- 
ing. Over 80 per cent of those attending 
went inside to see what a bank could tell 
them about better farm methods. 

Once inside, they saw actual flats and 
samples of crops grown with different 
types of seed. They saw what proper 
fertilization, crop rotation, pest and weed 
control, could do in improving yields and 
reducing costs. Explanatory signs gave 
facts and figures which were easily un- 
derstood. 

Specially featured was a box with soil 
in one half and sod in the other. Water 
ran continuously over the two surfaces, 
showing the effects of planting and ero- 
sion. There were tables offering literature 
available through the Butler County 
Agricultural Extension Association, and 
a series of panels showed the latest farm 
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equipment available for harvesting and 
preservation. 
Only as the visitor finished was he re- 
minded by a sign that all farm equip- 
ment in the display could be financed 
through a Mellon farm equipment loan. 
ALEXANDER B. ADAMS, Assistant 
Cashier, 

Mellon National Bank & Trust 
Company, 

Pittsburgh 30, Pennsylvania 
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Bank Family Party 


Sirs: Exclamations of surprise punc- 
tuated the normal quiet of the Roosevelt 
Savings Bank recently when the children 





She tried a machine 


of employees visited the bank. They had 
been invited by the bank’s president, 
Adam Schneider, Jr., and arrangements 
for their visit were made by Arthur 
Lowhrer, president of the bank’s em- 
ployee club. 

Accompanied by their mothers, the chil- 
dren were taken on a special behind-the- 
scenes tour. The money vault, the coin 
counting machines, bookkeeping ma- 
chines, adding machines and typewriters 
were shown and demonstrated. 

“Teddy,” Roosevelt’s Talking Teddy 
Bear and symbol of thrift, received the 
special attention of the younger children. 
Older youngsters enjoyed the bank’s dis- 
play of counterfeit money and the test- 
ing of their ability to detect_bogus cur- 
rency. Probably the greatest thrill for all 
was the chance each youngster had to sit 


A Mellon project 
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at his father’s desk or to see where he 
worked. 
RoBERT J. BERKIN, Assistant Secretary, 
Roosevelt Savings Bank, 
Brooklyn 21, New York 
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Full of Good Ideas 


Sirs: I wanted to congratulate you on 
your very splendid issue of August, 1951. 
Some of the sample advertisements ap- 
pearing in your article “Making Friends 
Makes Customers” as well as some of the 
ads on other pages in this issue were full 
of good ideas. 

WALTER L. MORGAN, President, 

Wellington Fund, 

1420 Walnut Street, 
Philadelphia 2, Pennsylvania 
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HOW Radio-Relay WORKS 


The microwaves used for telephone transmission travel 
in a straight line. So relay towers, like those shown, are 
usually built on hilltops, averaging about 30 miles apart. 
Each tower picks up microwaves from its neighbor, 
and with complex electronic equipment amplifies and 
focuses them like a searchlight, then beams them accu- 
rately at the next tower. And hundreds of Long Distance 
telephone calls ride the beam at the same time. 


New skyway spans nation with words and pictures 


BELL SYSTEM Radio-Relay BUILT FOR LONG DISTANCE CALLS AND TELEVISION 


There’s something new on the national horizon! 
Bell Telephone construction crews have completed the 
last link in a coast-to-coast Radio-Relay system that 
is unique in all the world. Today, communications ride 
on radio microwaves, flashed through the air from tower 
to tower. 


It was an historic event in 1915, when wires first 
carried the human voice across three thousand miles of 


mountains and prairie. By 1942, telephone messages 


were carried across the United States by another means 
— cable, both underground and overhead. And now 
comes Radio-Relay to supplement wire and cable! 


The new system is already in use for Long Distance 
telephone service and coast-to-coast television. This 
new skyway helps make America’s vast communications 
network even stronger and more flexible. And it could 
hardly happen at a better time. The demands of defense 
are heavy and urgent. 





BELL TELEPHONE SYSTEM 
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V-Loans Picking Up 

Bankers can expect a brisk increase 
in demand for government-guaranteed 
loans from manufacturers with defense 
contracts in the months just ahead. That 
prediction comes from Washington offi- 
cials in charge of the V-loan program. 
They further believe that demand for 
new credits to finance expanding military 
and defense-supporting production will 
“really take hold” by the middle of 
1952. 

Only in the past three or four months 
has the V-loan program started to func- 
tion in earnest, even though authority 
for it was written into the Defense Pro- 
duction Act when that law was first 
enacted back in September of 1950. 
There have been two reasons for a tardy 
approach to the government-guaranteed 
credits. First is the fact that the real im- 
pact of contract placement has not been 
felt in many industries. Second was a 
legal problem stemming from a ruling by 
the U. S. Comptroller General on the 
so-called Assignment of Claims Act. New 
legislation to correct this situation has 
removed a big hurdle from the path of 
bankers who were hesitant to get on a 
legal limb and run the risk of loss be- 
cause of the Comptroller’s decision. 

From the time the Defense Production 
Act was passed, up to August of this 
year, private banks had made V-loans 
totaling $828,600,000, according to Fed- 
eral Reserve Board figures. 

Of the 568 applications authorized, 
about one-fifth were for amounts of less 
than $100,000. Forty per cent were for 
amounts under $250,000, and 60 per 
cent were for sums less than $500,000. 

Relatively small companies, those with 
assets of $500,000 or less, were the 
largest users of the loan guarantee. Up 
to early August, latest date for which 
complete figures are available, more than 
50 per cent of all guaranteed loans had 
been made to such firms. 

A Reserve Board official said that 
up to the end of September, applications 
for more than $1,125 million in V-loans 
had been received in Washington for 








Seated at left, President Fred F. Florence, Republic National Bank, Dallas, 
observes signing of $10,000,000 V-loan contract by officials of Texas Engineering 


& Manufacturing Co., Inc. Also looking on are J. M. 


Cumby (seated right) and 


Donald White (standing left), Republic v.p.’s 
Typifying the accelerated trend of V-loan financing 


processing, and about $1 billion of that 
total had received preliminary approval. 

How does a company go about getting 
a V-loan guarantee? 

Officials in Washington say, “We try 
to keep the procedure as simple and as 
free from red tape as possible.” 

First, a company receiving a govern- 
ment contract goes to its regular banker 
and requests whatever sum it feels is 
necessary to carry out its contract, per- 
haps $200,000, for example. In many 
instances, the banker is likely to say, 
“That’s a much larger loan than we’d 
be prepared to advance you under normal 
circumstances. But if the government 
will stand behind 70 per cent of that 
amount, we’ll put up the other 30 per 
cent on our own risk.” The bank will 
usually ask the contractor to assign the 
proceeds of the contract to the bank as 
security for the loan. Interest on V-loans 


About $1 billion in V-loans have received the green light 





Size of Guaranteed Loans Authorized 





Percent of 


Dollar Amount Total Number 


of Loan of Loans 
Under $25,000 4.2 
$25,000 to $49,999 4.8 
$50,000 to $99,999 12.8 
$100,000 to $249,999 19.5 
$250,000 to $499,999 20.1 


$500,000 to $999,999 1 
$1,000,000 to $4,999,999 1 
$5,000,000 to $9,999,999 

i $10,000,000 and over 








STATUS OF THE V-LOAN PROGRAM 


Size of Borrowers Receiving Loans 





Percent of 


Assets of Total Number 

Borrower of Loans 
Under $25,000 1.6 
$25,000 to $49,999 335 
$50,000 to $99,999 9.5 
$100,000 to $249,999 17.3 
$250,000 to $499,999 18.6 
$500,000 to $999,999 15.9 
$1,000,000 to $9,999,999 27.4 
$10,000,000 to $49,999,999 $.1 
$50,000,000 and over 1.1 
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may not total more than 5 per cent. 

From there on, the banker takes over. 
He files an application for a federal 
guarantee for 70 per cent of the $200,- 
000 loan, or $140,000. This application is 
forwarded to the federal reserve bank 
for the region in which the company is 
located. That bank, after checking it 
over and making any necessary credit 
investigation, sends it to the Federal Re- 
serve Board in Washington. 

The Reserve Board sorts out the loan 
applications as they come in, and for- 
wards them to the proper “guaranteeing 
agency.” Nine government agencies fall 
in this category—the Army, Navy, Air 
Force, the Commerce, Interior and Agri- 
culture Departments, the General Serv- 
ice Administration, the Atomic Energy 
Commission and the Defense Materials 
Procurement Administration. 

A company may have contracts with 
three or four of these agencies at one 
time, but the agency whose contracts 
bulk the largest in dollar volume is con- 
sidered the appropriate guaranteeing 
agency for a V-loan. 

Assuming the guaranteeing agency 
thinks the contractor’s application is in 
proper shape—and very few have been 
turned down thus far—it tells the Fed- 
eral Reserve Board to go ahead and okay 
the loan. The Reserve Board’s main func- 
tion is to act as fiscal agent for the gov- 
ernment in the transaction. 

Reserve Board officials stress that they 
want to keep the initiative on V-loans 
with local bankers, and let each contrac- 
tor’s own bank decide for itself just 
how much of a particular loan it will 
guarantee. 












Thirty-two full-facility 
offices strategically located 
in 24 Arizona communities 
enable us tofurnish accurate, 
first-hand information on 
every phase of Arizona’s 
economy. Your inquiries are 
cordially invited. 


RESOURCES $271 MILLION = 


Home Office — Phoenix, Arizona , 
- SAL Ae. SPOKE SK, 
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| 50 Congress Street, Boston 9, Mass. 


Please send me prospectuses describing 
your Organization and the shares of your 
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Bank emphasizes dollar erosion in terms of groceries 


“After all,” one Reserve Board offi- 
cial points out, “the banker with whom 
a corporation’s treasurer has been doing 
business for a period of years is the 
best judge of the company’s financial 
situation. Our main task in Washington 
is to expedite these loans once an appli- 
cation has been made.” 

The federal guaranteeing agency col- 
lects a fee for its efforts and paperwork 
in processing and guaranteeing a loan. 
This fee comes out of the interest 
charged by the lending institution. If a 
bank guarantees 70 per cent or less of a 
loan, it pays 10% of the interest on the 
guaranteed portion back to the federal 
guaranteeing agency. These fees are on 
a sliding scale. On a 90 per cent guar- 
antee, for instance, the bank turns over 
30 per cent of the interest on the guar- 
anteed portion to the federal agency 
concerned. 

Partly because of this sliding scale of 
fees, some officials believe there is a 
tendency for banks to request somewhat 
smaller V-loan guarantees than was the 
case in World War II, since the smaller 
the guarantee, the larger the amount of 
interest the bank can retain. Also, offi- 
cials suggest, lending agencies had such 
a generally satisfactory experience with 
V-loans in the last war that they are 
confident the bulk of them will work out 
successfully, without the need for overly- 
large guarantees. 

The total amount of money loaned 
under federal V-loan guarantees in 
World War II was more than $10,500 
million. After all expenses of the guar- 
anteeing agencies were paid, the govern- 
ment made a net profit out of the V-loan 
program of close to $24 million. 

“The guaranteeing agencies have 
turned down very few applications for 
V-loans in the present program thus 
far,” a Reserve Board spokesman says. 
“Many companies are in excellent finan- 
cial condition and are able to draw on 
their own assets to finance contracts at 
this stage of the rearmament program. 
As arms contracts go out to more and 
more companies, however, the V-loan 
program is going to pick up, and it would 


be only natural that both banks and 
guaranteeing agencies would become 
more selective on giving credit.” 

Outstanding orders under the rearma- 
ment program now total more than $35 
billion, and new ones are going out to 
industry at the rate of about $3 billion 
to $4 billion a month. Officials at both 
the Reserve Board and the military 
agencies are confident that as the pace 
quickens, there will be a progressively 
larger need for V-loans for defense 
financing. 
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More Clearly Than Words 


A little ingenuity can go a long way 
in vitalizing financial and economic data. 

This is illustrated by a simple idea 
utilized by The National Bank of Cam- 
bridge (Ohio). The accompanying pic- 
ture shows how the drastic reduction in 
purchasing power of the dollar has been 
graphically emphasized in terms of the 
small amount of groceries it will purchase 
in comparison with previous periods. 

Equally attention-compelling is a map 
prepared by the First National Bank of 
Boston to depict the extent to which 
government expenses represent a drain 


Extent of government spending 
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eee Federal expendityres equal to income pay- 

ments of states in blackened areas. 

PRR State and local expenditures equal to income 
payments of states in crosshatched areas. i 


Compiled ond published by The First National Bank of Boston 
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Here’s a safe, easy way to handle 


As you know, the details involved in 
properly handling securities—either 
your bank’s or your customers’—can 
be troublesome and time-consuming. 


When you have a Custodian Ac- 
count at Bankers Trust you free your- 
self of the details in connection with 
the technical servicing and physical 
safeguarding of these securities. 


In addition, our location in the 
nation’s key securities market gives 
you two important advantages when 
securities are purchased or sold— 
minimum exposure to risk and 
speedy physical handling. 

Servicing of securities in a Cus- 
todian Account includes the collec- 
tion and crediting of maturing or 
called securities and all income— 
purchase and sale, receipt and de- 
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“The way we do/t, Larry, /s to have 
our Lrokers Celiver the secur/sves 
to Bankers rust in New York for 


our Custodian Account? /* saves 


time and trouble 











livery of securities as you direct— 
notice of subscription rights and 
exchanges. Upon completion of all 
transactions you receive detailed ad- 
vices that contain the necessary data 
for tax reports. 

Your orders to buy or sell will be 
handled by Bankers Trust if you de- 
sire, or you may place them with 
your own brokers or dealers. 

Securities in a Custodian Account 
are lodged in our modern vaults, 
kept separate from those in other 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


your bank’s securities 
your customers’ securities 


accounts and are always under your 
complete control. 

Hundreds of out-of-town banks, 
corporations, educational institu- 
tions, insurance companies and simi- 
lar organizations are using this safe, 
time-saving means of handling 
securities. 

Without obligation, you are in- 
vited to write for complete infor- 
mation. Please address Custodian 
Division, 16 Wall Street, New York 
15, N. Y. 
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$O LITTLE 


For over 100 years, L. L. BROWN 
record and letter papers have been 
widely used for governmental 
and business records which must 
withstand time and hard han- 
dling; and for business and pro- 
fessional correspondence which 
must be outstandingly impressive. 


Although their superiorities have 
been time-tested and proved be- 
yond question, L. L. BRown papers 
add negligibly, if at all, to total 
accounting and correspondence 
costs. Paper is but a minute part 
of such expenses. The difference 
in cost between the best and the 
rest is hardly appreciable. 


At little or no additional cost, 
you can be sure your records will 
last — that your letters will reflect 
you and your organization impres- 
You need merely specify 
L. L. BROWN papers. Your regular 


sively 
supplier of record books, forms 
and stationery knows them thor- 
oughly. He will gladly recommend 
those best. suited for your indi- 
L. Brown Paper 
Company, Adams, Massachusetts. 


L.L. BROWN 
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“Sadependents"D 


Public Utilities Brings Together Small Telephone Company 
Owners and Insurance Men To Outline New Financing Plan 


Another contributwn a bank make recog f this fact has fed the Chase 
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Chase’s magazine cites bank-insurance-utility financing idea 


on individual income. A blackened area 
of the map denotes that estimated Fed- 
eral expenditures during the current 
fiscal year will take the equivalent of all 
the income payments received by indiv- 
uals in the Western States and most of 
the Mid-Western States. The map further 
reveals that if total state and local 
expenditures are added, the area would 
include a large portion of the South. 

“In other words,” says the First Na- 
tional, “total governmental expenditures 
for the current fiscal year will take an 
amount equal to all of the income pay- 
ments to individuals of states with a 
land area that covers nearly four-fifths 
of the country and has an aggregate 
population of about 62 millions persons.” 
The map shows this more clearly than 
words. 
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Small-Utility Financing 


How a commercial bank and insurance 
companies can work together in helping 
to solve the temporary and long-term 
financial problems of a particular seg- 
ment of industry was well-illustrated 
recently. 

A good share of the more than 5,000 
independent telephone companies in the 
United States face the need of expand- 
ing their facilities to meet the public 
demand for more and better service. 
This is an expensive process, and calls 
for heavy cash outlays. 

Recognition of this has led the Public 
Utilities Department of Chase National 
Bank in New York City to make a 
special study of the financial needs of 
these “independents.” 

Poles, cable, ete. It found that they 
require temporary financing, such as 
bank loans, to provide the immediate 
wherewithal to buy equipment. The 
Chase, often in participation with local 
banks, has helped a number of the tele- 
phone concerns with credits now totaling 
several million dollars. The loans are 


repaid partly through earnings, but to 
a large extent through the sale of bonds 
and stock. 

Thus the short-term loans are only 
the first phase of telephone expansion 
financing. The second phase involves 
long-term credits, and that is where the 
insurance companies enter the picture. 

Get-together. Chase Bank helped to 
facilitate this latter step when it re- 
cently was host at a conference of inde- 
pendent telephone company executives 
and the representatives of 22 insurance 
firms. They were first welcomed by E. L. 
Love, senior vice-president, after which 
Vice-President Hamilton T. Slaight of 
the Public Utilities Department de- 
scribed the bank’s financing role. 

Following this, spokesmen for the 
“independents” explained their objectives 
in expanding to provide an essential 
public service. The insurance representa- 
tives listened attentively, and showed 
their interest in the question-and-answer 
session that came after the formal dis- 
cussion. 

Indications were that the conference 
arranged by Chase Bank may have 
stimulated an important trend in small- 
utility financing. 
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Bank Agent To Seek 
Defense Work 


Just as the accelerated defense pro- 
duction program is pointing to a spurt 
in V-loan financing ahead, so it is also 
presaging trouble for many civilian con- 
sumption goods industries, in the form 
of material shortages. 

Recognizing this, the Pioneer Bank in 
Chattanooga has taken direct action in 
seeking to avert impending business 
distress and unemployment, by engaging 
a former government official to assist in 
channeling defense orders to the local 
area. 

Preliminary to this step, the bank held 
a series of conferences with Chattanooga 


Burroughs Clearing Howse 











mai 
ser 
cult 
pris 
obt. 
the 
of 1 
ing’ 
ges 
sup 
fae 
suc 
dels 
intc 
dur 

T 
rep’ 
nee 
gov 
sele 
met 
min 
con 


Th 


iY 
savi 
ecol 
ing 

a 
is u 
The 
cent 
dur’ 
as 
qua 
savi 
358 
duri 
of 1. 

E 
ings 
ers 


Tn 


eee | 





19 





fr 


Octo 








he 
es 
ial 


ed 
er 


ice 
ve 
11- 


ro- 
urt 
lso 
on- 
rm 

in 
ess 
ing 
cal 


eld 
ova 


use 








manufacturers which emphasized the 
seriousness of the situation and the diffi- 
culty encountered by individual enter- 
prises in making proper contacts and 
obtaining defense orders. To many of 
the smaller industrial firms, the expense 
of maintaining a representative in Wash- 
ington would be excessive. It was sug- 
gested that such a service be jointly 
supported by a group of local manu- 
facturers and businesses, but setting up 
such an organized plan would involve 
delays, and Pioneer Bank decided to step 
into the breach and underwrite the cost 
during a test period. 

The next problem was to find a special 
representative with a technical and engi- 
neering background plus a knowledge of 
government procurement. The individual 
selected, Paul Hendrick, is a former 
member of the Foreign Economic Ad- 
ministration and has many Washington 
contacts, 
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The Savings Spree 

Much is being made of the current 
savings spree that is surprising many 
economists who expected heavier spend- 
ing to accompany augmented incomes. 

The urge to salt away personal savings 
is undeniably strong at the present time. 
The table below shows that nine per 
cent of disposable income was saved 
during the second quarter of this year, 
as against four per cent in the initial 
quarter. Moreover, the annual rate of 
savings during the second quarter was 
358 per cent above the comparable rate 
during the July-September buying binge 
of last year. 

Effects of boom. All this is good tid- 
ings for thrift institutions. Savings bank- 
ers expect deposits to continue to rise 


Boom only temporary? 








SECOND QUARTER 
SAVINGS SPURT 


Per cent of disposable 
income saved 





1935-39 average 
1941-45 average 
1946-50 average 
1951: Jan-Mar 
Apr-Jun 
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WHERE SAVINGS WENT 


(Changes in amount outstanding, in millions of 
dollars) 





Time deposits 














Total, |———__ Savings 
Period selected | Com- | Mutual| and 
savings | mercial | savings | loan 
| forms | banks | banks | shares 
1949—Ist Q....| +933 | +196 | +313 +424 
2nd Q...| +933 | +292 | +232 | +409 
3rd Q....| +164 | —192 | +168 | +188 
4th Q | +644 +46 | +173 | +425 
1950—Ist Q....|+1,228 +354 +427 +447 
2nd Q...| +933 +219 +223 | +491 
3rd Q —546 | —519 | —23 ae 
4th Q. +777 +114 +110 | +553 
1951—I1st Q....| +282 —114 +90 | +306 














2nd Q...|+1,321 +400 | +300 | +621 
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We were three-time losers! 


(Based on Hartford Claims #12B17040, #12B17617 and #12B18309) 


Like many firms, we handle payrolls on a cash basis. Recently 
we were caught in a crime wave that started when one of our 
men who was delivering the payroll was jumped by two ban- 
dits who got away with $1145! Then a few months later bur- 
glars cut through the steel wire fence around our main office, 
forced a door and emptied two safes of $18,318 in payréll and 
other funds. Within three months the same thing happened 
again, and the yeggs got $1188. 

These losses, totaling $20,651, would have crippled us if we 
hadn't had Hartford insurance. The Hartford reimbursed us 
fully, and also paid an additional $718 to repair our damaged 


safes and premises. 
* e es 


Your loan customers who handle large payrolls on a cash basis 
are especially vulnerable to crime losses. Proper insurance cov- 
ering this exposure is essential to protect their credit position 
and their ability to meet their obligations to your bank. Hart- 
ford’s Broad Form Paymaster Insurance is ideal for this pur- 
pose. It covers holdup, burglary and many other causes of loss. 

Ask your Hartford agent or your insurance broker to explain 
its broad coverage to you or your customers ... or send coupon 
for descriptive literature. In over 5000 communities you can 
locate the nearest Hartford agent by calling Western Union by 
number and asking “Operator 25.” 





HARTFORD FIRE INSURANCE COMPANY 
HARTFORD ACCIDENT AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE COMPANY 


HARTFORD 


ACCIDENT AND INDEMNITY COMPANY 
Hartford 15, Connecticut 
Send details on Hartford’s Broad Form Paymaster Policy. 
Name 
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during the balance of 1951, after al- 
ready reaching a new high of over $20 
billion. A share of the savings increase 
has also gone to the commercial banks; 
time deposits of the big banks in leading 
cities totaled $15,814 million on August 
15, or $361 million ahead of a year 
earlier. Savings and loan associations 
should find 1951 the best year for de- 
posits they have ever had, according to 
an official of the United States Savings 
and Loan League. Sales of “ordinary” 
life insurance are running ahead of a 
year ago, and 1950 was a record year. 
And, while the U. S. Defense Bonds 
haven’t been selling so well, it isn’t the 
fault of the individual small savers. Dur- 


ing the first five months of 1951 the 
Treasury has sold 11 per cent more $25 
and $50 bonds than during the same 
period of 1950, but sales of $1,000 bonds 
are off 39 per cent, indicating that it is 
the large investors who are shying away 
from the “E” bonds. 

How permanent? The current savings 
boom has been a potent anti-inflation 
factor, but the Federal Reserve Bank of 
Chicago raises the question as to how 
permanent the trend will be in contribut- 
ing to price stability. 

The bank points out the most of the 
currrent flow of funds to savings media 
is not of a contractual or compulsory 
nature and could be reversed or greatly 

















3 out of 4 mobile home 


buyers prefer to finance 
their wheeled housing 














Mobile living is sound. It 
meets the needs of specialized 
groups, affording them comfort, 
convenience and economy. 








MEMBERS OF THE ARMED FORCES 


Resourceful servicemen with families and fixed in- 
comes are living in mobile homes on military bases 
Low rentals in trailer 
parks on station, plus buying economies available 
to the military, make the serviceman’s dollar go 
further. Among personnel living in trailer coaches— 


throughout the country. 


The average annual 
income is 


$3,040.20* 


*According to survey 
at a military base 
trailer park 


CONSTRUCTION AND DEFENSE TRADES 


Mobility is a must for the craftsman whose work 
takes him to building sites in sparsely-settled or 
over-crowded areas. Frequently builders provide 
trailer parks to make on-the-job employment more 
attractive. High wages, home life and steady em- 
ployment keep workers in the solid citizen category. 


THESE TWO GROUPS ARE NOW BUYING 93% OF 
THE TOTAL U.S. TRAILER COACH PRODUCTION. 


Their average annual 
income is 


$6,045.00* 


*According to a leading 
national construction 
firm 


Their average annual 
income is 


$4,542.60 


The modern trailerist’s mobile home costs from $2000 to $6000. 
His trailer coach may accommodate as many as 6 persons. 
It has running water, electricity, shower, sanitary facilities, 
electric refrigerator and all of the other conveniences of modern 


housekeeping. 


“\ able to their way of life. 





More than 1,500,000 Americans find mobile living the most suit- 


For information write: (Maufe and Finance Committee 


20 N. WACKER DRIVE, CHICAGO 6, 


ppg foot 


reduced in a brief interval should the 
public psychology change. A resumption 
of a general price rise, and a genuine 
appearance of shortages, could readily 
set the buyers off once more. Also, there 
is less inducement than formerly to at- 
tempt to gain security through savings, 
since there is little fear of unemploy- 
ment, and savings already accumulated 
are large and widespread. 

In fact, says the reserve bank, the 
very savings accumulation which has 
brought a respite from inflation con- 
stitutes a threat to price stability in the 
future. The high degree of liquidity in- 
herent in most forms of savings favored 
by the American public makes it possible 
for consumer buying far to exceed in- 
come. 

“Under these circumstances a higher 
rate of savings can be only a temporary 
answer to the inflation problem,” the 
bank concludes. ‘‘A more stable solution 
would emphasize higher taxes, greater 
production, and more permanent savings 
forms.”’ 


* e e 


Quotable Quotes 


Grady Clark, vice-president and gen- 
eral sales manager, Investors Diversified 
Services, Inc., Minneapolis: “The money 
management skill and know-how of the 
investment industry, if fully mobilized 
and faithfully and efficiently applied, 
can be relatively as important a national 
resource as steel, oil, power and alumi- 
num. . The field force of the invest- 
ment industry must intelligently and 
aggressively encourage the public to put 
capital which escapes taxation into long- 
term thrift and investment plans.” 


cm 


A. M. Strong, vice-president, American 
National Bank and Trust Company of 
Chicago: “The stringent controls and 
unprecedented taxation of business and 
individual incomes in the United States 
are responsible for the increasing flight 
of American business across our borders. 
Our manufacturers are seeking refuge 
in countries where taxation is not con- 
fiscatory and where trade to other areas 
of the world is not subject to the restric- 
tions which are prevailing against 
American business. . . . We must not 
cripple our private enterprise by exces- 
sive taxation and our foreign trade by 
unneeessary and 


? 


Norman Strunk, executive vice-presi- 
dent, United States Savings and Loan 
League: “On one hand, the Federal gov- 
ernment in an anti-inflation move, took 
action to see that the general pattern of 
interest rates would rise in order to dis- 


| courage lending by commercial banks 


and insurance companies. On the other 


| hand, there has been no disposition to 
| make the structure of FHA and VA 
| programs more flexible, 
| savings 


in order that 
institutions—many of whom 
were forced for competitive reasons to 
raise the return on their savings in 
accordance with the higher interest rate 
pattern—-could stay active in these pro- 
grams.” 


Burroughs Clearing Howse 








impractical controls.” 
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The Problem of Inventories 


By SHERMAN P. STORER 


Manager Market Development, Mohawk Carpet Mills, Inc., 
New York 16, New York 








USINESS inventories can quickly 
B become a financial problem unless 

they are licked as a sales problem. 
This is not news to the bank loan officer. 
However, it is not sufficiently understood 
by enough business executives. Unduly 
high inventories increase warehouse 
labor and costs, tend to weaken financial 
position, and put undue pressure on the 
sales department. 

One basic cause of inventory prob- 
lems is found in the characteristics of 
current executive 
personnel. Too 
many specialists 
have been de- 
veloped who do 
not have a clear 
overall concept 
of the rest of the 
business. War- 
time service has 
kept down the 
number of able, 
broadly trained 
executives. Also, 
the past six years 
have been easy 
going for many 
companies, so that new executives have 
not been tried under fire. 

As I analyzed inventories in 1949, 
when sales turned down, I found case 
after case where the top executives of 
concerns doing from $1,000,000 to $30,- 
000,000 worth of business a year knew 
the dollar value of their inventories but 
did not know the composition of items 
or material on hand. Nor did they know 
their turnover rates, or how to order. 

The president of one $25,000,000 
corporation called me in his office and 
admitted concern about his inventory. 
I replied, “You should be concerned. 
Did you know that on the ‘x’ line not 
over 30 per cent of your inventory 
should move at less than two turns a 
year? Yet in three of your operating 
points the percentages are 70, 68 and 
64 per cent, respectively. And in no area 
do you have less than 50 per cent in 
slow-moving items.” 

One top executive maintained that he 
was getting a considerably higher turn- 
over than my analysis showed. But he 
was computing his turnover by dividing 
his sales at his sales price by the cost 
of the same merchandise! 

From Korea to the present time the 
same inventory mistakes have been 
made, except that the quality of the 
inventories has improved. The mistakes 
niost common are lack of inventory bal- 
ance, failure to coordinate inventory 
control with sales analysis, failure to 
have a sales program and to order for 
this program, and overly optimistic bank 
commitments. Most executives expected 
business to continue at its war scare 
rate, and for shortages to develop quick- 
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summate such a marriage. 


ly. History repeats, but never exactly in 
the same way. There was a failure to 
appraise the big build-up of America’s 
ability to produce, failure to recognize 
that scare buying was borrowing sales 
of later 1951, and obliviousness to the 
increased cost of living and increased 
income tax. Consequently, manufacturer, 
wholesaler, and retailer inventories have 
reached a new high nearly every month 


this year. 

How can inventories be controlled 
satisfactorily? 

First, there should be a simple arith- 
metic approach. Such a_- statistical 


approach must be supplemented by 
good judgment. Emotionalism, father of 
speculative buying, should not enter the 
picture. Sales analyses should be cor- 
related with inventory and ordering not 
only to avoid over-buying but also to 
determine opportunities for sales. Two 
examples will serve to amplify this state- 
ment: 

Recently I found a company with an 
11-month supply of one product of one 
size, totaling over $100,000 in inventory. 
This was far too heavy a supply based 
on the past 12-month’s sales, and it 
threw the inventory out of balance. It 
also tied up too much capital and ware- 
house space in slow-moving merchandise. 

In other cases, I found companies 
whose inventory of certain products was 
much too low when compared to their 
sales. As every banker knows, inven- 
tories should be liquid, yet they should 
be adequate for continued selling. Too 
often the comptroller or treasurer 
clamps a lid on buying, yet his company 
needs sales to assure a profit. 

The company using simple inventory 
controls can avoid such pitfalls. Too 
familiar, however, is the admission of 
one sales manager recently that ‘we 
have the controls, but we have not been 
using them.’’ 

The result is especially noticeable at 
the retail level, where many merchants 
have had to slash prices drastically to 
meet their bank notes. 

Unfortunately, greed and fear have 
been the buying stimuli in too many 
cases. Too many years of easy sales and 
high profits, too many unseasoned execu- 
tives doing the buying, have resulted in 
bulging warehouses, bank loans needing 
payment, cash positions and current 
ratios getting out of balance. The only 
solace is a temporary brake on inflation. 

Nothing aids more in making a profit 
than a good turnover, the result of a 
well-balanced inventory. But the suc- 
cessful marriage of adequate controls 
and good business judgment are needed 
to avoid making inventories a problem 
child. Bankers can render a real service 
through their experienced counseling, 
in helping business customers to con- 








when you 


think of 
Pittsburgh 








Think of 
PEOPLES 
FIRST 





America’s floods annually destroy 
millions of dollars in property 
and, leave thousands of families 
homeless. 

Pittsburgh no longer fears 
floods. Six of a planned system of 
ten reservoirs that impound the 
tributaries flowing into the 
Allegheny, Monongahela and 
Ohio Rivers, have already 
been built! The seventh, the 
$34,000,000 Conemaugh Dan, is 
nearing completion. The end 
result of this flood control system 
will be to take ten feet off the 
crest of the rising rivers! 

Pittsburgh, with its billion 
dollar modernization and expan- 
sion program is playing an ever- 
increasing part in the nation’s 
business. For financial or corre- 
spondent banking needs, Peoples 
First National . . . with 18 fully 
staffed offices situated all around 
the town... is in an excellent 
position to serve you and will 
welcome your inquiries. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 


P. O. Box 506, Pittsburgh 30, Pa. 


Member Federal Deposit Insyrance Corporation 
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THIS NEW AD-SERVICE 


is yours 


for the asking 
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Our first ‘‘Ad-Service’’, issued last year, 
was frankly an experiment. But so many 
banks have requested copies and ordered 










EARNING M | mats, that we feel the usefulness of this 
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is only HALE the job! | material has been proved. 

Xf uN So we now offer ‘Series B’’, contain- 
! Be ing local newspaper advertisements on a 


variety of subjects—such as Savings and 
Checking Accounts, Installment Loans, 
Mortgage and Home _ Improvement 
Loans. 
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These advertisements are available 
in mat form, with copy which can be 
adapted as desired to fit your own 
needs. If you can make use of this Ad- 
Service, write us for a copy of ‘Series 
B’”’, showing mats available for fifteen 
SUNY vane advertisements. 
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4s important as the FLOOR PLAN 
-- a sound FINANCING PLAN 
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Mortgage Money Problem 

Possible methods of combatting the 
continuing shortage of mortgage money, 
a shortage which conceivably could cause 
a 50 per cent decline in housing starts 
during 1952, were the chief concern of 
2,000 registered delegates at the 38th 
annual convention of the Mortgage 
Bankers Association of America, held in 
San Francisco, September 11-14. The 
confused situation at present and the 
cloudy future of the mortgage loan 
industry were carefully explored by the 
mortgage, commercial, and mutual sav- 
ings bankers, real estate and title and 
trust company officials, builders, life 
insurance company executives and mort- 
gage bankers meeting at San Francisco’s 
Mark Hopkins and Fairmont hotels. 

The problem. The crux of the crisis 
lies in the fact that no remedial steps 
have been taken by the government to 
correct the unsettled conditions in the 
mortgage banking economy which were 
created when support was abruptly 
dropped of government bonds at above 
par, declared William A. Marcus, senior 
vice president of the American Trust 
Company, San Francisco, speaking be- 
fore the opening session of the conven- 
tion. Government economists, said Mr. 
Marcus, must have known that “many 
former investors in FHA and VA loans 
would seek bond investment if the net 
yield on bonds looked better than that 
on mortgages. They must have known 
that the movement of any sizable block 
of 2% per cent government bonds into 
the 2% per cent non-marketable classifi- 
cation would largely stop the switch 
from government bonds into mortgages. 
Consequently, it should have been ap- 
parent that there would be less money 
available for mortgage investment than 
formerly and that the reduced amount 
would have to compete with other invest- 
ments now automatically made more 
attractive. But no effort was made to 
co-ordinate the acts of the Federal Re- 
serve System and the Treasury Depart- 
ment with those of the Veterans Adminis- 
tration or the Federal Housing Commis- 
sion to the end that simultaneous rate 
action might have been taken on VA 
and FHA loans to compensate for the 
market dislocations caused by the change 
in fiscal policy.” 

Mortgages squeezed. The adverse ef- 
fects of new fiscal policies on the mort- 
gage industry were also cited in the 
president’s annual report delivered by 
Milton T. MacDonald, president of the 
Mortgage Bankers Association and vice- 
president of The Trust Company of New 
Jersey, Jersey City, New Jersey. “The 
‘ong term effect and implications of 
these drastic changes in the pattern of 
mortgage finance cannot be fully fore- 
seen at this time,” said Mr. MacDonald. 
‘However, it is safe to say that the 
nflationary Housing Bill of 1950 might 
have precipitated a severe slump had it 
not been curbed by those forces which 
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Retiring MBA president, M. T. MacDonald, 

left; incoming president, A. M. Costa, right; 

and B. L. Whatley, center, new MBA vice- 
president 


New leaders in anxious times 


came as a result of the Korean incident. 
In the mortgage finance industry ... 
the easy money interest rates of 1950 
and before have not been allowed to seek 
their own level due to government edict. 
The Federal Reserve has theoretically 
allowed the law of supply and demand 
to partially operate as far as the money 
market is concerned except for mortgage 
finance which has been forced out of the 
current scene on the theory that a logical 
rise in mortgage interest rate would be 
inflationary rather than deflationary.” 

Trim costs. Many of the convention 
speakers pointed out that the logical 
corollary of forced competition for capi- 
tal will be the need to reduce servicing 
costs. “After becoming fully informed as 
to the most practical and efficient servic- 
ing methods, it is very important that you 
temper or design your operations to con- 
form with the dominant requirements of 
your principal investors,’ warned Thomas 
E. McDonald, director of the associa- 
tion’s Department of Accounting and 
Servicing. “In many instances.” Mr. 
McDonald continued, “correspondents do 
not know what is exactly required of 
them, and are totally ignorant of the 
problems confronting their investors. 
The biggest factor in reducing servicing 
costs is to understand each other’s prob- 
lems and work in closer cooperation to- 
ward their solution.” 

The need for cost reduction was sup- 
ported by William I. DeHuszar, treasurer 
of Dovenmuehle, Inc., of Chicago, who 
declared that mortgage bankers in the 
future will have to seek to achieve more 
efficient and economical operations within 
their own office procedures to offset the 
conditions which prevail in the money 
markets. 





A helpful cost reduction suggestion 
came from Fred K. Cordes, deputy 
comptroller of The Bowery Savings 
Bank, New York, who outlined for the 
convention a new mortgage accounting 
procedure for FHA and VA loans which 
involves setting up on the books single 
debits for large blocks of mortgage loans 
rather than an individual debit for each 
loan. Mr. Cordes told the delegates that 
the new plan had saved his institution 
about $15,000 in the first nine months 
this year. 

Collections and delinquencies. A note 

of caution was sounded by Linden L. D. 
Stark, vice president of The Anglo Cali- 
fornia National Bank of San Francisco 
and a member of a convention panel on 
current problems in collections and 
delinquencies. Mortgage foreclosures are 
still low, Mr. Stark said, last year’s run- 
ning only 6.2 for each 100,000 families 
as contrasted to 84.6 for the same num- 
ber of families back in 1933 to 1935. 
However, the rate today is higher than 
in 1947 when the ratio was 2.46 for each 
100,000 families. “While the present 
figure is not that favorable,” continued 
Mr. Stark, “the trend should be recog- 
nized as an indication that foreclosure 
problems may become more pronounced 
as time goes on.” 
“Speaking on the same collections and 
delinquencies panel, Richard M. Hurd, 
vice-president of the Teachers Insur- 
ance & Annuity Association of America, 
and William W. Salmon, secretary, 
Southern Trust & Mortgage Company, 
Dallas, both supported the idea that the 
efficient and economical handling of loans 
is of great importance since the un- 
pegging of government securities last 
March. 

Mortgage lenders have not had any 
real problems in connection with serv- 
icing loans for ten years, but should 
carefully consider the problems that may 
be ahead, said Mr. Salmon. Many home- 
buying borrowers in recent years have 
obligated themselves heavily and it is 
only natural that they are going to make 
instalment payments on their automobiles 
and such items first, for the obvious 
reason that they can be repossessed most 
easily. 

The mortgage outlook. The home 
building industry needs more long-term 
credit every year than is required for all 
corporation, state and municipal bond 
issues combined . . . and ways must be 
found for providing it, said P. I. Pren- 
tice, editor and publisher of Magazine 
of Building, New York, in a convention 
panel discussion on the future of the 
mortgage market. “Home building needs 
so much new credit,” continued Mr. 
Prentice, “that in every year since the 
war and still today the total rate of 
savings has not been great enough to 
finance all these new homes and at the 
same time meet all the other demands 
for long term credit. . . . The problem 
cannot be solved until some way can be 
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found to increase the total rate of Amer- 
ica’s savings until they are big enough 
to meet the demands upon them... in- 
cluding the demand for mortgage money. 
And even then it can be solved only if 
new sources of mortgage money (like the 
pension trusts, mutual funds and, per- 
haps, on VA loans, even some individual 
investors too) can be induced to begin 
investing in mortgages, so that home 
mortgages can attract a larger per- 
centage or a larger total pool of annual 
savings. 

The moderator of the panel on which 
Mr. Prentice spoke was William A. 
Clarke, president of the W. A. Clarke 
Mortgage Company, Philadelphia, who 
at a pre-convention press session said 


that although Congress has passed legis- 
lation permitting a 4% per cent interest 
rate on VA loans, the old 4 per cent rate 
continues to hold because the Veterans 
Administration will not make the raise. 
“The result is that in this country today 
there is no such thing as a VA loan. 
Congress passed a law easing the terms 
on VA loans, but to what purpose?” 
Mr. Clarke said that building absorbs 
more long term capital than all other 
businesses in the United States com- 
bined. As a solution to the problem the 
industry faces, he urged that Govern- 
ment agencies adopt a more realistic 
interest rate policy. 

Hope for a possible increase in interest 
rates on Government-insured housing 
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mortgages was held out by panel-mem- 
ber Raymond M. Foley, head of the 
Housing and Home Finance Agency. 
He told the convention delegates that 
interest rates may have to be raised 
slightly if there is a continuing short- 
age in mortgage money. On the other 
hand, Mr. Foley said, the Government 
may have to clamp direct controls on 
construction if mortgage money becomes 
too plentiful. 

New officers. At the first session of 
the convention, Aubrey M. Costa, presi- 
dent of the Southern Trust & Mortgage 
Company, Dallas, was elected the new 
MBA president for 1951-52. The vice 
president for the new year will be Brown 
L. Whatley, president, Stockton, Whatley, 
Davin & Company, Jacksonville, Florida. 

Mr. Costa said that the principal 
objectives of the association this year are 
to try to find the answers and solutions 
to the mortgage money problem. He 
pledged that his organization will work 
with Congress and Government agencies, 
but that it will oppose direct lending by 
the Government and will continue to 
oppose public housing programs. 


e & 5 


A Working Convention 


A fast-moving program of fact-filled 
speeches, clinic discussions, and depart- 
mental meetings will greet the more than 
700 delegates expected to attend the 
36th annual convention of the Financial 
Public Relations Association, to be held 
November 12-15 at the Hollywood Beach 
Hotel, Hollywood, Florida. As in the 
past, the F.P.R.A. “working convention” 
will stress the presentation of material 
of immediate business benefit and the 
mutual exchange of experiences in the 
field of public relations, according to 
F.P.R.A. President Hugh J. Bernard, 
vice-president, Second National Bank, 
Houston, Texas. 

Classes and clinics. Each day the dele- 
gates will attend a special one hour class 
in a convention School of Human Rela- 
tions to be conducted by Dr. James F. 
Bender, director of the Institute of Hu- 
man Relations in New York City. Dr. 
Bender is widely known as an educator, 
author and lecturer. A dramatic presen- 
tation of the problems of personality de- 
velopment will be offered by Glen Drake, 
a specialist in behavior psychology. 

Following the established F.P.R.A. 
convention format, the number of gen- 
eral sessions will be kept to a minimum, 
with the major portion of the convention 
devoted to close study and discussion in 
smaller groups called clinics and depart- 
mentals. Delegates whose banks face a 
specialized public relations problem may 
go to one of the 18 clinic meetings, each 
dealing with a different aspect of finan- 
cial promotion, and present the situation 
for consideration. A discussion leader 
and a consultant will comment on the 
problem, and then it will be discussed by 
all attending delegates, giving advice 
based on their own experiences. 

Selection of subjects. The departmental 
meetings will be divided into five cate- 
gories: commercial development (sub- 
divided for large and small banks) ; con- 
sumer credit; savings and mortgages; 
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staff relations; and trust development. 
Convention delegates are free to attend 
the departmental meetings of most in- 
terest to them. A list of special subjects 
and problems for these meetings will be 
prepared in advance, and the delegates 
will decide which of the topics they wish 
to discuss. Every subject will have a 
speaker prepared to present a brief 
analysis of the question before it is 
thrown open to group discussion. 

Exhibits at the convention this year 
will be limited to service members of the 
association, those who specialize in pub- 
lic relations and advertising service for 
banks. Two post-convention trips, one to 
Cuba and the other to Nassau in the 
Bahamas, will be offererd for the enter- 
tainment of the F.P.R.A. delegates and 
their wives. 


The Young View point 


A new policy for introducing the fresh 
viewpoint and ideas of younger person- 
nel directly to the top management board 
was recently announced by Bank of Amer- 
ica, San Francisco. Under the plan, a 
continuing succession of young bank men, 
serving in pairs, will sit regularly with 
the board of directors, each pair serv- 
ing for a period of six months. 

The personnel selected under the plan 
will be drawn from Bank of America’s 
junior advisory council, a group that has 
been remarkably effective since its in- 
ception in 1944. The junior advisory 
council is a forum of 12 younger men 
who receive all written suggestions and 
banking ideas coming in from the bank’s 
16,000 employees, make cash awards to 
employees for ideas of merit, and de- 
velop these ideas for further considera- 
tion by senior management. The group 


also originates ideas within itself and | 
submits these as well. Each member of 


the group serves for one year, with a new 
chairman and vice-chairman appointed 
every six months. 

Three groups. The chairman and vice- 


chairman of the junior group become | 


members of the bank’s advisory council 
under the new plan. The advisory coun- 
cil sits regularly with the board of di- 


rectors and enjoys virtually full board | 
privileges with the exception of the vote. | 
Previously, this advisory council has | 


consisted of six senior bank officers and 
eight business leaders from various parts 
of California. The two new junior mem- 
bers bring the total membership of the 
advisory council to 16. 


The first junior advisory council mem- | 
bers to gain seats with the board are the | 
chairman of the council, John A. Dillon, | 


36-year old assistant cashier in the bank’s 
international banking department, San 


New blood in new plan 


J. A. DILLON R. A. PIFARI 
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BEELINE ROUTING TO 


, CALIFORNIA 






With Bank of Ame 


respondent, you are able to send your items for 


ca as your California cor- 


any of more than 300 \communities direct to this 


bank’s branch in those ldcalities. 


















One account with either the Los Angeles or 


San Francisco office of Bank of America makes 
this time-saving Californig-wide direct routing 


service available. 








* Over 300 California communities have o 
branches. 
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SCHERMACK POSTAGE 
STAMP MACHINES 


IN BANKS — 


From Maine to California! 


From Washington to Florida! 











We 
Invite 
You 
to Make 
This Test 


0-DAY FREE TRIAL 


No Obligation to Buy 


With absolutely no obligation to buy and 
to actually test your patrons’ reactions to 
this proven, profitable, goodwill service, 
we will forward to you, F.O.B. Detroit, 
the popular two-unit postage ‘“station’”’ 
pictured (le and 3c stamp units, metal 
pedestal and plastic “postage” sign). 
If, thirty days after the “station” has 
been in operation in your bank, you are 
not convinced it is a profitable public 
relations investment, you may return the 
equipment and retain all the profits 
earned during the test. Should you de- 
cide to acquire the “‘station’’ for perma- 
nent service, the price of the complete 
assembly is only $150.00. 


SCHERMACK PRODUCTS 
CORPORATION 


Dept. D 


1164 W. Baltimore Ave. 
DETROIT 2, MICH. 
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SHENANDOAB,IOWA 


RICHARD A. ROE 
110 E.THOMAS AVE 
SHENANDOAH, IOWA 


CHECKS IN DETAIL 
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As statement sheets are filled we prepare a statement of the 
account. We have prepared one for you. In order that you 
may have these cancelled checks for your records will you 
please call at the 4th or 5th window of the bank. 


Thanking you, 


The Security Trust & Savings Bank 
Shenandoah, lowa—hovkkeeping department. 


(If possible please bring this card. Thanks) 


viene 





Received from: 


Shenandoah, Iowa 




















‘een 
Post Office Bepartment 


One piece of ordinary mail addressed 
to... Richard A. Roe _ 
110 E. Thomas Ave. 





AFFLX STAMP ; 


AND 
POSTMARK 





STATEMENT RECEIVED 








Shenandoah, Iowa —____ Ck. Entries 
THIS RECEIPT DOES NOT PROVIDE POR INDEMNIFICATION H ——_— Checks 
© 8 ermenen moteenmes — §—108s5 POSTMASTER. OCT 11951 
a 
BALANCE 4 
$82.59 : 
4 
This statement ts furnished you instead of balancing your pass dook it saves you the trouble of bringing your 
Pats Book t he Dank and waiting for it to be balanced. These statements will be found very convenient to check 
up and file. All items are credited subject to final payment. . 
USE VOUR PASS 800K ONLY AS A RECEIPT BOOK WHEN MAKING DEPOSITS. , 


if no error te reported in ten days the account will be considered correct 





Receipted statements, other forms, help eliminate complaints 


Francisco head office, and the present 
vice-chairman, 34-year old Ralph A. 
Pifari, assistant head of the appraisal 
department, Los Angeles headquarters. 
Under the rotation plan, these two will 
be replaced when their six months in 
office expire and new officers are ap- 
pointed to the junior advisory council. 


* e e 


Statement Receipts 

After several customer complaints 
that checks entered on the monthly state- 
ment were not received, the Security 
Trust & Savings Bank, Shenandoah, 
Iowa, decided that a method was needed 
for customer checking and receipting of 
the bank statement. Since the bank uses 
the side stub type of statement sheet, it 
was possible to work out a simple and 
effective system of statement checking 
that gives the bank proof of both cus- 
tomer receipt and verification. 

Rubber stamp. The first step was the 
design of a rubber stamp that made pro- 
vision for the check count as indicated 
on the statement sheet and a place for 
the actual number of checks as counted 
by the bookkeeper in making up the 
statement. Placed on the statement 
sheet, this stamp gives the bank a 
double proof that shows that all of 


the checks were included in the state- 
ment. When a customer calls at the 
bank for his statement, the bookkeeper 
counts the checks in his presence, com- 
pletes the stub, dates it, and has the 
customer sign the side stub portion of 
the statement. The signed stub is then 
removed from the statement and filed 
at the bank. 

Later, as a new supply of side stub 
statement sheets was needed, the bank 
incorporated the check-entry and check- 
total information of the rubber stamp 
directly into the statement, providing, in 
addition, a place for the check count on 
the statement sheet as well as on the 
stub. 

Mailing problems. Like many banks 
that make a practice of requesting cus- 
tomers to call in person at the bank for 
their statements, Security Trust & Sav- 
ings Bank found its storage facilities 
crowded by uncalled for statements. A 
simple postcard was printed, announcing 
that one or more full statement sheets 
are ready to be delivered. This inexpet- 
sive reminder, the bank has found, great- 
ly accelerates customer pick-up of car- 
celed checks and statements. 

The bank prefers to see the custome! 
drop into the bank for his statement, 
and only the statements of stores and 
customers who can not possibly call at 
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The remodeled lobby and new trust department quarters of the Central National Bank, Richmond, Virginia 


On the 40th anniversary year, a complete modernization program 


the bank are sent through the mail. The 
customer verification system was not 
applicable to the mailed statements, so 
the bank is using a proof of mailing 
receipt to help eliminate possible errors 
and customer ill will. A one cent stamp 
is placed on the mailing slip which is 
endorsed by the postal clerk when the 
letter is mailed. 


Sd ° * 


Bank Face-Lifting 
Despite the current trend toward com- 


pact, modern building design, the spa- 
cious, vaulted bank lobby, traditionally 
the hallmark of the industry, promises 
to be around for many years to come. 
This fact is assured by the outstanding 
results that have rewarded bank efforts 
to remodel and up-date their business 
quarters. 

An ever-increasing volume of business 
indicated the need for expansion and 
remodeling at the Central National Bank, 
Richmond, Virginia. Earlier this year, 
which is the 40th anniversary year of 
the bank, the Trust Department, with 


resources of $17 million, and the Credit 
Department were relocated in modern, 
air-conditioned offices on the second floor 
of the 25-story Central Bank Building, 
producing additional space for customer 
facilities in the main banking room. The 
bank’s operating departments were con- 
veniently combined into one compact sec- 
tion on the fifth floor. On the same 
floor is found a new staff recreation room, 
strikingly furnished in the modern man- 
ner. This room also serves as a staff 
meeting room, where operations are dis- 
cussed, instructions given in various 
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PERSONALIZED SERVICE, PLUS... 


Correspondent items at Girard Trust Corn Exchange are not 
subject to rubber-stamp routine. Each one is handled carefully 


and conscientiously—yet quickly—by fully trained personnel. 


For 24-hour service, speedier collections for your customers, faster 


processing of transit items, make this your Correspondent Bank. 







me OOS 


<ARD TRUST, . 





WA 
Corn ExcHAa 
WD 
BAanK 


PHILADELPHIA 


INSURANCE CORPORATION 


~\ 





a 





16 


Burroughs Clearing House 








Oecte 








dit 
rn, 
or 
ng, 
1er 
‘he 
n- 
ec- 
me 
ym, 
an- 
aff 
lis- 
US 


use 





United 


for Greater 











On September 1, 1951, 
Mississippi Valley Trust Company and 


Mercantile-Commerce Bank and Trust Company 


were consolidated to form 


Mercantile Trust Company 


The consolidation, representing the combined 
resources of two strong banks, each with al- 
most a century of experience, is a distinct step 
forward for St. Louis and the area it serves 
...and in keeping with the: important role 
St. Louis plays in the nation. 


Mercantile Trust Company offers expanded 
facilities and personnel... greater capital 


Wittram A. Borpers. . . 





strength and lending capacity. It is equipped 
to render broader services to the nation’s 
banks and bankers—to assist their customers 
interested in this area, and to perform many 
highly specialized financial and trust services. 


When you require any banking or correspond- 
ent. service in St. Louis—call on Mercantile 
Trust Company. 


Banks and Bankers Department 


. Vice President Cuartes B. SHaparp .. . Asst. Vice Pres. 


se D. Rute... ees. Vice President Joun F. WiLkinson . . Asst. Vice Pres. 

Wittiam O. Crawrorp. . Asst. Vice Pres. Howvarp F. Cuarrant, Jr. . Asst. Cashier 

Sam = TT Coma Meee... es ss Asst. Vice Pres. Varun dS. Dausr . .. 5». Asst. Cashier 
Ou: special “Fast Service,” handling SS Asst. Vice Pres. Joun Hi. Mumm. ..... Asst. Cashier 
conn ented Drawer 360, Main Roy V. Lzonarp . . . Asst. Vice Pres. Joun PisarKiEwicz. . .. « Asst. Cashier 


Post Office, assures even more rapid col- 
lection of your important sendings. Ask 
for a supply of preprinted “Fast Service” 
envelopes — regular or airmail, gladly 








sent upon request. 








Capital and Surplus $35,000,000 
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Mercantile Trust Company 
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Chairman, Executive Committee 


GALE F. JOHNSTON 
President 
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Vice Presidents 
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Gives that 
naturally 
well-groomed 
look. Never 
plastered down. 
No obvious 
odor. 


Kreml is the hair tonic 
preferred among top business 
and professional men because 
it keeps hair perfectly in 

‘ place, yet your hair looks so 
natural—never plastered 
down. Daily use keeps scalp 
free from dandruff flakes and 
feeling so delightfully clean. 
Nothing can compare with 
Kreml for distinguished, 
natural-looking hair grooming! 
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| cently completed. 


| converted 
| ployees, complete with a stove, refrigera- 
| tor, automatic dishwasher, and garbage 











Remodeled lobby of The Idaho First National Bank, Boise, Idaho 


New floor space was found in traditional interior 


banking procedures, and instructive films 
shown. The Installment Loan Depart- 
ment, serving more than 15,000 accounts, 
now occupies a new modern office with 
over 2,000 feet of floor space, located 
close to the street. Following the com- 
pletion of this work reorganization and 
the installation of air-conditioning 
throughout the bank, the main banking 
room was redecorated and equipped with 
new banking fixtures. 

Retains marble. The vaulted, classic- 
mode banking lobby of The Idaho First 


| National Bank, Boise, Idaho, was roomy 


enough to permit the bank to install a 
spacious mezzanine around the walls of 
the lobby, doubling the available work- 
ing space. While many banks in their 
remodelling operations have replaced the 
traditional marble decoration with less 
expensive materials, The Idaho First 
National Bank chose to carry through the 
original decor of Italian travertine 
marble and walnut trim in its renovated 
quarters. In addition to the greatly in- 
creased floor-space created by the new 
mezzanine, a new walnut paneled di- 
rectors’ room and a distinctively ap- 
pointed president’s office have been re- 
The room formerly 
used for meetings of the board has been 
into a lunch room for em- 


disposal unit. The bank’s new quarters, 
which house the largest banking facility 
in Idaho as well as the administrative 
offices of the Idaho First National sys- 
tem with 20 branch banks, were pre- 
viewed to the public at an open house 
celebration that drew over 6,000 visitors. 


° ° 4 


Bank Costs Manual 


Initial mailing of the fact-filled Bank 
Costs manual, prepared by the Bank 
Cost Committee of the National Associ- 
ation of Bank Auditors and Comptrol- 
lers, began during the week of Septem- 
ber 10th. The mailing process was 
stretched to October 1st by the sub- 
stantial volume of orders, far beyond 
expectations, for the manual, according 








The Idaho First National Bank, Boise, Idaho 


Officers section on the 
new mezzanine 


to Darrell R. Cochard, NABAC executive 
secretary. 

Discussed at length in the April, 1951 
issue of Burroughs Clearing House, the 
360-page Bank Costs manual is divided 
into four major sections: 1. General 
principles of bank cost accounting; 
2. Cost accounting figures for a smaller 
bank; 3. Cost accounting figures for a 
larger bank; and 4. Bank cost accounting 
reference material. Copies of this help- 
ful working manual have been mailed 
to all association members. Copies may 
be obtained by non-members at a cost 
of $10 through The National Association 
of Bank Auditors and Comptrollers, 
Room 762, 38 South Dearborn Street, 
Chicago 3, Illinois. 
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The Carriage Trade 


The hitching-boy of times past would 
have his hands full in today’s motorized 
society where private transportation is 
more the rule than the mark of the 
wealthy. The nation’s banks, at one time 
primarily interested in the well-to-do 
carriage trade, are putting forth great 
effort and considerable capital to meet 
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THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 


ak BRYA 
WORLD-WIDE BANKING 








Analyses of 
investment portfolios 


Credit information 


Around the clock 
mail pick-up 


Quick collection 
of items 


Participation in 
local loans with 
correspondent banks 


Dealers in State and 
Municipal Bonds 


Execution of 
security orders 


Safekeeping 
of securities 


Full foreign services 


Many personal services 
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North Avenue Drive-in Office of the Baltimore National Bank, Baltimore, Maryland 


A compact unit, inside and out, the island-ty pe drive-in facility speeds service 

















Special facilities for both motorists and pedestrians, Temple National Bank, Temple, Texas 


After a careful study, many drive-in services were combined in one office 
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Interior and exterior views of new drive-in garage, Citizens Fidelity Bank & Trust Company, Louisville 


A ramped garage offers facilities for main office parking, drive-in banking 


the banking needs of the average motor- 
ist. The installations pictured on these 
pages offer representative examples of 
the measures that banks across the coun- 
try are taking to accommodate their 
auto-borne customers. 

An attractive, island-type facility, 
housing both drive-in and pedestrian 
walk-up windows, has been opened as 
an adjunct to the North Avenue office 
of the Baltimore National Bank, Balti- 
more, Maryland. A parking-lot for the 
convenience of customers of the nearby 
branch is at the rear of the compact 
drive-in unit. Banking transactions at 


20 


both the drive-in and sidewalk windows 
are expedited by two-way communica- 
tions systems and extendable safety 
drawers. 


e 


A careful study of drive-in methods 
resulted in an unusually efficient auto- 
banking unit at the Temple National 
Bank, Temple, Texas. A special ‘‘Con- 
venience Corridor” leads from a spacious 
parking lot to Temple National’s main 
banking lobby. The motor banking facili- 
ties are reached through a garage-type 


runway in the center of the structure. 
Head-in parking facilities directly in 
front of the drive-in unit permit cus- 
tomers to “park and bank” at the tellers’ 
counters inside. The two-way motorist 
and pedestrian traffic is speeded by 4 
special signal board that shows the nun- 
ber of any teller who is not occupied. 


e 


A ramped garage with parking facili- 
ties for 200 cars has been converted into 
a motor bank by the Citizens Fidelity 
Bank and Trust Company, Louisville, 
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Kentucky. The banking operation is 
housed in a triangular stone island of the 
garage, serving automobile lanes lead- 
ing in from two adjoining streets. In 
addition to parking space for customers 
} of the bank’s main office and drive- 
} through service for motorists, the 
garage-bank provides a walk-up window 
for pedestrians. 


* 
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A wide range of banking services are 
offered in the small, compact Uptown 
; drive-in branch of the First National 
Bank of Whiteville, Whiteville, North 
Carolina. In a community of less than 
5,000 people, the new First National In town of 5,600, the drive-in office, First National Bank of Whiteville, North Carolina 
branch contains a modern drive-in win- 
dow, in addition to parking facilities 
adjacent to the building. In super-market 











Farm customers appreciate country bank drive-in facilities 





- style, the entire facade of the canopied f ‘ i me = _ hee 
structure is of glass and aluminum. Yea 4 { te > wt? “ : wees | \ 
* ‘ ~ * . 


A glass enclosed room for drive-in 


f transactions was built directly onto the 
Kenmore office of the Central National 
Bank of Cleveland, Ohio. The automo- 


bile banking window, which opens into 
J the tellers’ area of the branch’s main 
banking room, extends 3 feet from the 
side of the building. The window’s 
marquee, with 10 foot overhead clear- 
ance, extends 4 feet from the teller’s 
room to provide protection against bad : 
weather. Clear vision is afforded by the First National Bank and Trust Company of Asheville, North Carolina 














Various drive-in adaptations meet the needs of different communities 


First National Bank in San Rafael, California Kenmore Office, Central National Bank of Cleveland, Ohio 























An easy step, from drive-in restaurant to drive-in bank 


New .branch offers complete services, The Security Central National Bank of Portsmouth, Ohio 
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large areas of bulletproof glass on three 
sides of the drive-in window. 


* 


Another North Carolina bank, the 
First National Bank and Trust Company 
of Asheville, built its Biltmore Drive-in 
office in conjunction with a new branch 
of the United States Post Office. Two 
60” Diebold drive-in windows are set in 
the Roman-brick building. Within the 
pylon-topped branch, safe deposit boxes, 
night depository service, bulk storage 
facilities, and complete loan facilities 
are available. An ample off-street park- 


a... ae . 


ing area is used by patrons of both the 
bank and post office. 


e 


A building originally constructed for 
a drive-in restaurant was converted into 
a neat drive-in branch bank by The 
Security Central National Bank of Ports- 
mouth, Ohio. The ready-made parking 
area surrounding the former restaurant 
proved ideal for a banking operation of 
this type. Complete banking services are 
offered at the new branch, including a 
special walk-up tellers’ window for cash- 
ing checks on paydays and for cash 





BANK OF LONDON & SOUTH AMERICA 


- LIMITED: - ee ee ees 


89 Years....67 Branches 


in South and Central America, England, 


France, Portugal and Spain 


Complete International Banking Service 


HEAD OFFICE: London, England 





New York Agency: 34 Wali Street 
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Member Federal Deposit Insurance Corporation 





19 of America’s 25 Largest 
Businesses are Shawmut Customers* 


_ YOU CAN BANK ON 


The National Sh Pa wmut ®, ank 


40 WATER STREET, BOSTON 
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Capital and Surplus $30,000,000 
* Based on Sales Reported by Méody’s Manual, 
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| that has been 


| tional 


| measuring 48” x 18” 








payroll services to businesses in the sur- 
rounding area. 


e 


Large canopies extend over the two 
new drive-in windows and the customer 
walk-up window at the First National 
Bank in San Rafael affiliated with Bank 
of San Rafael, California. The cash re- 
ceivers, a small drawer for ordinary 
transactions and a larger door for 
bulkier coin or check deposits, are con- 
trolled by the teller. Approximately one- 
third of the bank’s commercial deposits 
are now being received through the 
drive-in windows. 


Bank Layout Specialist 


The accurate scale model that was 
recently used to plan the quarters of 
a newly - organized 
bank represented a 
fresh development 
in an unusual cus- 
tomer bank service 





offered for many 
years by the Con- 
tinental Illinois Na- 
Bank and 
Trust Company of 
Chicago. The model, 








W. H. POOR 


in 4” scale, showed the remodeled ver- 
sion of a building once occupied by a 


| drug store and now the home of the 


Mount Greenwood Trust and Savings 
Bank in Chicago. 


The unusual architectural miniature 


| was built, painted and furnished to the 


last detail by Wilbur H. Poor, bank design 
and layout specialist of the Continental 
Illinois Bank. Mr. Poor’s services as a 
design and layout counsel are offered 


Organizers of new bank 
accurate scale model 


study 
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Hear about 
the revolution 


in 
Cleveland ? 


Rolling out of Cleveland these days is 
a revolution in armored warfare. 
: It's the T-41 “Walker Bulldog”—the 
hrst U.S. tank to be built around a gun 
instead of an engine. 

But the T-41 is involved in a produc- 
tion revolution, too! Though assembled 
in Cleveland, its actual parts and mate- 
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rials come from two thousand factories 
...in nearly every state! 

This “production team” system is pro- 
ducing miracles. But it produces new tim- 
ing problems, too. How do you bring in 
two thousand units... at the right time? 

These production experts know the 
answer. When they want parts and mate- 
rials fast, they use the service that gets 
there first. They use Air Express! 

Whatever your business, Air Express 
speed can make yout deadlines, increase 
your profits. Here’s why! 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick- 
up and delivery service in all cities and 
principal towns, at no extra cost. 


IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 


IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 


IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 

For more facts call Air Express Division 
of Railway Express Agency. 


GETS THERE FIRST ° 











What a day! One of our biggest 
customers is caught in the middle 
of a strike... 





THOUGHTS WHILE RETIRING 


if it lasts very long, he’ll be 
in plenty of trouble... 











Wonder when and if he’ll 
pay his account... 











Good thing | read this book that 
tells about planning sound credit 


policy...and about how American 


Credit Insurance guarantees 


payment of Accounts Receivable! 
















‘Beaten Credit Protects BOTH 





Oh, well... if he doesn’t pay, our 
American Credit Insurance will! 





Banks and Their Customers 


Many banks recommend that customers 
protect accounts receivable with Ameri- 
can Credit Insurance before approving 
commercial loans. The bank can be in- 
cluded as a named assured without charge. 
Help your customers plan sound credit 
policy. Ask our office in your city for our 
book, ““Why Safe Credits Need Protec- 
tion,” or write AMERICAN CrREpDIT INDEM- 
niry Company OF New York, Depart- 
ment 49, First National Bank Building, 
Baltimore 2, Maryland. 


GA DPA Ader— 


PRESIDENT 








AMERICAN 
CREDIT INDEMNITY 


Aane Rica CREA | Conoany 





me oF New York & 
List. 1893) 


GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 


| OFFICES IN PRINCIPAL CITIES OF 
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THE UNITED STATES AND CANADA 





by the bank as a service to correspondent 
banks who need experienced assistance 
in the difficult and technical work of 
remodeling. 

Heavy experience. The service grew 
out of a hobby interest of Mr. Poor, an 
interest which was first brought into 


_ focus many years go when a correspond- 
| ent bank asked Continental Illinois for 
| remodeling suggestions. The ideas fur- 
| nished by Mr. Poor stimulated a growing 


stream of similar requests that in time 
forced him to relinquish his other bank 
duties. During the past six years more 
than 650 banks, scattered throughout 
33 states and ranging in size from $1 
million to $350 million, have drawn upon 


| the service either to remodel their 


quarters or to lay out a new bank or 
branch building. 

Heavy planning. The work of reorgan- 
izing a bank operational layout begins 
with a thorough analysis of conditions in 


| the bank with attention to the sections 
| where change is indicated and to the 


possible need for additional floor-space. 
Working with officers of the bank, Mr. 
Poor prepares many trial sketches of 
various work arrangements. All pres- 


| ent or potential obstacles to prompt 


and effective customer service are dis- 
covered and smoothed out through these 
sketches. 

In the important planning stages of 
the remodeling job, special consideration 
is given to problems such as officer loca- 
tion. Experience has indicated, for ex- 
ample, that where a bank is large enough 
to departmentalize it is wise to place 
one or more junior officers in an exposed 
location where they can answer the 
many questions arising at the tellers’ 
windows. Senior officers should be in- 
stalled in an accessible area away from 
the lobby activity to insure privacy for 
loan negotiations. 

Practical considerations. Heavy savings 
depositor traffic may call for additional 
lobby and counter facilities. Small loans 
volume may be creating lobby and con- 
tact space problems. Mr. Poor has found 
that peak period traffic, a large estate 
mortgage business, the cashing of pay- 
roll checks, Christmas savings activity, 
or any number of conditions in a par- 
ticular bank may be good reason for re- 
arranging or enlarging the  bank’s 
quarters. 

In some cases upper-floor operations 
have been the solution when horizontal 
expansion is impossible. However, where 
a bank has been operating with an inter- 
changing staff, the addition of upstairs 
space may mean departmentalization and 
new personnel. Mr. Poor’s background 
enables him to study this type of prob- 
lem with consideration of both the archi- 
tectural possibilities and the banking 
requisites. 

Clearly defined trend. This extra-cur- 
ricular Continental Illinois service to 
correspondent banks does not stop with 
floor layouts and more efficient work- 
space arrangements, but includes ideas 
and designs for “face-lifting’’ and com- 
plete interior modernization. 

“Banks are becoming more and more 
aware of the public relations value of 
modern quarters and the big economy 
factor in modern design,”’ says Mr. Poor. 
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“The clearly defined trend is toward 
lower ceilings that give control of light, 
heat, ventilation, air-conditioning, and 
acoustics; toward the over-all simplicity 
of modern design that minimizes the 
problem of cleaning; and toward warmth 
and cheerfulness in decoration that re- 
flect and enhance a good institutional 
personality. 

“Many bankers,’’ concludes Mr. Poor, 
“are of the opinion that cheerful bank- 
ing quarters are not only desirable of 
themselves but are fast becoming a 
competitive necessity.” 


Sd e + 


Mobile Bank 


Around a 5-ton passenger bus chassis, 
an unusual and highly efficient mobile 
bank unit has been built by The English, 
Scottish & Australian Bank Ltd., Hobart, 
Tasmania. The compact, bank-on-wheels, 
which was designed to carry banking 
service to remote country districts in 
Australia, is 30 feet in length with three 
compartments, 
box, and interview office, equipped with 


facilities designed for both banking and | 


traveling. 


The public office section of the vehicle | 


is actually a miniature banking lobby, 
with writing desks and the other equip- 
ment necessary to make deposits, with- 
drawals, loan payments, etc. The teller’s 
compartment is fully equipped for rapid 
cash disbursement and receipt, while the 
versatile interview office does triple duty 
for customer interviews, general book- 
keeping work and living and sleeping 
accommodations when the mobile unit is 
on the road. 

Time-table operation. Fitted out with 
all the conveniences necessary to sus- 
tain bank employees on overnight trips, 
the mobile unit ranges as far as Central 
Tasmania, 180 miles away from Hobart. 
A special telephone connects the roving 
bank to its head office. 

The interior of the unit is panelled in 
French polished, walnut veneer. All 
windows are grilled and of bullet-proof 
glass. Armor plate steel has been built 
into the mobile bank at all of its strategic 
points. 

The mobile bank follows a strict time- 


table, appearing at a pre-appointed hour | 


and day at regular spots throughout the 
territory. The unit is only used in coun- 
try districts which are remote from any 
established agency or branch of the 
bank, 


At a pre-appointed time, 
up drives the bank 
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the public office, teller’s | 
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H-H-M Auto Banking Windows can be used by most banks. . 
present and future. 


. both 

When location permits—for Drive-In banking. In 
| congested areas—for Walk-Up banking. Both types of auto banking enable 
| you to handle more customers with shorter window lines. Both types appeal 
to customers. Drive-In attracts those who wish to bank from a car. Walk-Up 
attracts down-town pedestrians as well as those who wish to step across the 
walk from limited curb parking zones. 24-Hour and night deposit facilities 
can be combined advantageously with both. 


Ask us for complete data on successful installations of both types. Send 
for our Auto Banking folder. Write today. 


Herring-Hall-Marvin Sale Co. 












a THe 
HAMILTON, OHIO 
. ee 
L e) 

eRRING HALL MARVIN Sa . 

HER wane noe ONO te Og Craftsmen in .. . Safes @ Insulated Record Files ® Vault Doors ® Money 
A aa Tel] Chests @ Rotary Record Files @ Steel Storage Files © Bank Vault Equipment 
+ = @ Drive-in Windows ® Depositories ® Under-Counter Work ® Stainless 

4 sase®” Steel Hospital and Building Products 






Adaptable Auto Banking 


25 








BE READY! | 


ae 








am 
§ 4 2 eel 
a (oners 


POST OFFICE BOX 16 
AUSTIN 61, TEXAS 





26 








Smaller Bank Stages “Big-Time” Event 


Denver Bank’s Correspondent Conference 








HE outsize banner that stretched 

across the lobby of Denver’s Cosmo- 

politan Hotel during the past Labor 
Day weekend welcomed over 500 regis- 
trants to the first Correspondent Bank 
Conference of the Central Bank & Trust 
Company. The careful planning and elab- 
orate preparation lavished on the con- 
ference by the Denver bank was apparent 
in the fast-paced program that kept 14 
chartered buses on the go, transporting 
visiting bankers and their wives to and 
from events, during the three-day, Satur- 
day to Monday meeting. 

The event provided convincing evidence 
that a medium-sized institution such as 
the $57,000,000 Central Bank can rival 
any of its big-city cousins in staging a 
memorable occasion of this kind for 
correspondent friends. 

The business sessions of the conference 
were concentrated into a single day, the 
last of the get-together, following two 


| whirlwind days of friendship-cementing 
| social activities. The entertainment agen- 
| da that dominated the first day of the 


meeting included a get-acquainted lunch- 
eon, a visit to a nearby race track, a 
buffet supper, and a night baseball game. 
Second-day festivities were kicked off by 


| an outdoor country club breakfast fol- 
| lowed by golf and sight-seeing and cli- 


maxed by a cocktail hour and grand 
banquet at the headquarters hotel. 
Central Bank officers who play a prom- 
inent part in the bank’s correspondent 
service and counsel were featured at the 
first business session Monday morning. 
Following an address by the bank’s presi- 
dent, Elwood M. Brooks, who stressed 
the city bank’s responsibility to its coun- 
try correspondents, the conference regis- 
trants heard other officials of the bank 
discuss the mortage loan field, instalment 


financing, and bank personnel. 

A line-up of prominent out-of-town 
speakers filled out the business session 
on Monday afternoon. Speaking on the 
subject, “The Agricultural Outlook,” Dr. 
Earl L. Butz, head of the Department of 
Agriculture and Economics at Purdue 
University, predicted that a mild infla- 
tion, which will boost prices from three 
to five per cent, can be expected during 
the next twelve months. He added that 
the present downward trend will be ended 
within the next month, and the upward 
spiral will be resumed. Following Dr. 
Butz on the correspondent bank program 
was well-known Richard Trefz, president 
of the Arkansas Valley Bank of Pueblo, 
Colorado, whose talk dealt with the re- 
sponsibilities and importance of the small 
bank in the community it serves. 

A  nationally-known and_ recognized 
authority on government financing, Miss 
Sylvia F. Porter, was the final speaker 
at the conference. Addressing the bankers 
on “The Present Status and Outlook for 
the U. S. Government Bond Market,” she 
said that “For the first time since World 
War II, a long-term government bond 
market for commercial banks is in the 
process of being established.” Miss Porter 
indicated that such a market would exist 
within nine months. 

Contributing heavily to the success of 
this enthusiastically-received conference 
were the many thoughtful details that 
spoke plainly for the effort that Central 
Bank & Trust Company expends-in its 
correspondent bank service. In a confer- 
ence room close by the auditorium large 
displays illustrated in pictorial form 
various phases of Central’s_ services. 
These exhibits showed facilities such as 
the bank’s excellent unsecured loan sys- 
tem, which has been developed to the 


500 guests at three-day meet find many pleasant surprises 
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point where an unsecured loan can be put 
through in 15 minutes; the smooth- 
operating credit file system which has 
been installed in many small banks 
through Central’s correspondent service; 
and the bank’s regular advertising pro- 
gram, featuring newspaper, radio, trade 
publication, and outdoor advertising. The 
account executive from the bank’s adver- 
tising agency was on hand during the 
program recesses to help explain and 
answer any questions about the public 
relations phase of Central’s correspond- 
ent service. Bank officials were also sta- 
tioned at the various displays to give any 
added information that a correspondent 
banker might desire. 

All of the material for the conference, 
including banners for the buses, displays, 
badges and programs, was carefully co- 
ordinated to produce the maximum im- 
pact. The colors red, white, and blue were 
used exclusively, while the bank’s well- 
known bull’s-eye trademark provided an 
excellent unifying motif in the decora- 
tions and promotional material. The 
hand-lettered name badges for the visi- 
tors were emblazoned with a friendly 
“Hi, Partner.” 

While the conference was in progress, 
every Central Bank Official had special 
assignments to keep the activities rolling 
along in smooth order. A system of traffic 
control was worked out for the buses; 
each was numbered and carried a banner 


which gave its departure time and des- | 


tination. Ticket books were given to every 
visitor, containing admissions and show- 
ing bus departure times to each of the 
many scheduled events. 

The thoroughness and thoughtfulness 
of Central Bank & Trust Company plan- 
ning was forcefully demonstrated through 
many other pleasant surprises and un- 
expected accommodations that the guests 
discovered throughout the conference. 
For instance, when a conference visitor 
pulled into any parking lot within a five 
block radius of the Cosmopolitan Hotel, 
he was informed that his badge, identi- 
fying him as a delegate, entitled him to 
free parking, through the courtesy of 
Central Bank. Near the conference room 
in the hotel a special reception and rest 
room was set aside where refreshments, 


President Brooks (standing ) 
is conference host 
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cigarettes and candy were available for 
the delegates. Coinciding with the confer- 
ence, one of the Denver papers published 
a front-page story on the history and 
growth of the Central Bank during the 
past ten years. Copies of the paper were 
distributed to the visiting bankers on the 
opening day of the meeting. 

Complete publicity coverage on the 
meeting itself was obtained from the 
Denver press and radio, and the local 
newspaper carried articles on the activi- 
ties and prominent speakers both before 
and during the conference. 

Throughout the three-day session, four 
attractive women employees of the bank 
acted as hostesses and messengers, as- 
sisting in registrations, paging delegates, 


and answering questions on the times and 
places of events. 

Planning for the conference began 
months before the actual date, and the 
bank feels that it was this long-range 
preparation that secured the enthusiastic 
acceptance and approval of the corres- 
pondent bankers. At this time, Central 
Bank & Trust Company is planning to 
make the correspondent conference an 
annual bank activity. 

A complete transcript of the business 
sessions of the conference is available to 
any banker who wishes it. Address re- 
quests for a copy of the proceedings to 
Elwood M. Brooks, president, Central 
Bank & Trust Company, Denver 2, Colo- 
rado. 
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your customers can enjoy all these plus services 
when you sell them American Express Travelers Cheques! 





Plus Services — You expect a travelers cheque to provide 
safety and convenience for your customers. But how much 
more you offer with American Express Travelers Cheques! 
He gets the most widely accepted cheque in the world, plus 
extra services available only through American Express. 





The World’s Most Popular Address—Wherever he goes, 
his mail can reach him “c/o American Express.” This service 
applies at any of the 196 American Express offices in 32 coun- 
tries—23 of them in the U. S. Our Paris office alone employs 
30 clerks who handle 8,000 such letters a day! 





Uniformed interpreters — —At dockside, at airports and rail 
terminals, all over the globe where visitors in strange lands 
need help most, uniformed American Express representatives 
are ready to go to any reasonable lengths to assist travelers 


who have difficulty in speaking foreign languages. 





Help through Customs— Courteous, informed American 
Express agents are available to expedite clearance of luggage 
at customs, cut through red tape. Any American Express 
office will cheerfully give advice concerning passports, visas, 
international travel regulations. 

















American 


Local Headquarters for Travelers—For generations, local 
American Express offices have been the chosen meeting 
places of travelers the world over. Americans away from 
home are welcome to use the American Express office as they 
might a club at which to meet friends, 





What to See and Do — Travel-wise American Express coun- 
selors at every office will gladly advise your customers as to 
what to see, how much it costs, how best to get there, etc. 
Surely, bankers anxious to provide customers with the very 
best will recommend American Express Travelers Cheques. 


TED C 
MOST WIDELY acceP HEQues IN THE WORLD 


AMERICAN EXPRESS TRAVELERS CHEQUES 
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BANKERS PONDER THE ECONOMIC 


Solomon A. Smith, president, The Northern Trust Company, extends greetings from Chicago banks 


“IFS” 





heporting the ABA. COME: 
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Speakers explore a wide range of question marks 
that loom on the domestic and foreign horizons 


gram emphasizing national and 

international economic issues, a spir- 
ited three-cornered contest for the asso- 
ciation vice-presidency, and a surprisingly 
large registration that topped all records 
since 1922, were features of the 77th 
annual convention of the American 
Bankers Association in Chicago. 

The economic issues were stressed in 
the resolutions which pledged the A.B.A.’s 
support to the non-partisan program for 
inreasing the nation’s armed strength, 
but at the same time warned that its 
economic strength is being menaced. 
Stating that present policies threaten 
the resumption of inflation, the resolu- 
tions committee asserted that the only 
tealistie corrective is restraint in public 
and private spending. Banks were called 
upon to limit loans to essential credit 
needs and to encourage thrift. 

W. Harold Brenton, president of 10 

country banks in Iowa and of The State 
Bank of Des Moines, was elected incoming 
Vice-president, with C. Francis Cocke 
moving up to the presidency. 
Newly elected A.B.A. treasurer is Wil- 
liam B, Gladney, president, Fidelity Na- 
tonal Bank of Baton Rouge, Baton 
Rouge, Louisiana. 


\* UNUSUALLY broad-gauged pro- 
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New division presidents are: National 
Division, Charles H. Buesching, presi- 
dent, Lincoln National Bank & Trust 
Company, Fort Wayne, Indiana; State 
Bank Division, Guy Sturgeon, president, 
Bank of Commerce, Sheridan, Wyoming: 
Savings and Mortgage Division, Joseph 
Earl Perry, president, Newton Savings 
Bank, Newton, Massachusetts; Trust 
Division, Joseph W. White, vice-presi- 
dent, Mercantile Trust Company, St. 
Louis, Missouri. Named president of the 
State Association Section is Albert L. 
Muench, secretary, New York State 
Bankers Association. 

Like the resolutions, the convention 
speeches largely dealt with current 
economic problems. Following are some 
of the highlights. 


Address of the President 


JAMES E. SHELTON 
President, American Bankers Association, and 
President, Security-First National Bank of Los 
Angeles, Los Angeles, California 


We must not allow creeping collectiv- 
ism to come stealthily in by the back door. 
We must make it clear to the young that 
the opportunity to achieve success lies 
not in less productive effort but in more 


productive effort. We must make it clear 
to adults that government deficits leading 
to immense public debt, devaluation of the 
currency, and inflation only result in rob- 
bing them of the capital which they have 
accumulated as the result of a lifetime 
of productive work. We must encourage 
and reward success—not tax it to death. 
Success is the hope of youth, and the pro- 
ceeds of success are the only true security 
for old age. We must make it clear that 
the fundamental qualities of industry, 
thrift, intelligence, ambition, character, 
self-reliance, and independence pay off 
in terms of success both for the individual 
and the nation. 


Treasury Suggestions 


JOHN W. SNYDER 
Secretary of the Treasury, Washington, D. C. 


There are just two things that I want 
to appeal to the banking fraternity to 
take a very active part in. 

The first is the matter of encouraging 
savings—savings in any form—if we 
want to stabilize the value of the dollar, 
if we want to stabilize our economy in 
these days of inflationary pressures—and 
they will come again without doubt, even 
though we have had a respite for a few 
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months in which it sort of leveled off. 

If we do not encourage people to put 
away at this time a_ large volume of 
their earnings in the form of savings of 
some sort—and I hope a good sprinkling 
of them will be in United States Savings 
Bonds—if we don’t do that, we are going 
to be faced with a terrific problem of 
spending for scarce articles as they be- 
come so during the months ahead. 

The other item is one which is very 
close to the banking fraternity, and that 
is the matter of the proper administra- 
tion of credit. That, to you bankers, is a 
real responsibility. We don’t like con- 
trols. I know I don’t, and I don’t think 
you do. You have said so on a number of 
occasions. But the best way to avoid those 
controls is for you to do a bang-up job 
in the credit field today. 

You have got an equal responsibility. 
I know we are going to hear during the 
course of these sessions a lot about the 
government. That is maybe very proper; 
and I am going to listen to it; but I want 
you to listen to yourselves, though, as you 
go along, to hear the voice that comes 
from your heart as to whether you too 
haven’t a real responsibility to make your 
loan portfolio as anti-inflationary as pos- 
sible during these trying times. 


Federal Reserve System 


WILLIAM McC. MARTIN 


Chairman, Board of Governors, Federal 
Reserve System, Washington, D. C. 


Out of the increasingly unwieldy gyra- 
tions, the Frankenstein mechanics of an 
uncontrolled supply of money, the need 
for a strong central bank has been found 
to be essential to our economic stability. 

Central banking in the United States 
has been adapted to the requirements of 
a free people with a minimum of Govern- 
ment interferences. The genius of the 
framers of the Federal Reserve Act lies 
in the creation of regional banks, knit to- 
gether by a national governing body in 
Washington rather than in the establish- 
ment of a central institution with author- 
itarian powers. 

The Federal Reserve System is cer- 
tainly not perfect but it is unquestionably 
the main bulwark of our private banking 
system. Without a strong and independ- 
ent central bank, private banking must 
inevitably lose the initiative it now pos- 
sesses. Too few bankers seem to ap- 
preciate this fact. It was never more 
important than now for the central bank 
to understand and cooperate with com- 
mercial banks and for commercial banks 
to understand and support the central 
bank. 

In the next few years the bankers of 
America will be called upon to meet 
severe tests. They are already meeting 
successfully, in the Voluntary Credit 
Restraint Program in which they are so 
actively participating, one of the demands 
placed upon them. In this program, they 
have organized the managerial resources 
of the banking community in an educa- 
tional program of benefit to borrower and 
lender alike. This has confounded the 
cynics and those who sneer at self-regu- 
lation. It will require real courage, vision, 
toughness, and stamina to continue this 
laudatory fight against inflation. I am 
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From left: Preston Delano, James E. Shelton, William McChesney Martin, John W. Snyder, 
Mrs. Georgia Neese Clark (United States Treasurer) 


Government luminaries were active convention participants 


confident that the bankers can meet the 
test, provided they are ever alert to the 
famous admonition, “... eternal vigilance 
is the price of liberty.” 


Bank Examinations 


PRESTON DELANO 
Comptroller of the Currency, Washington, 
B, ¢. 


There appears to be an increase in the 
number of defalcations. I don’t need to 
tell this group that in bank examinations 
the primary function of bank examiners 
is to appraise assets, management, and 
to see that the laws are generally obeyed. 
However, we do, of course, wherever we 
can find it, seek out and attempt to punish 
dishonesty wherever it exists. 

We are working with you on this mat- 
ter. We are strengthening our techniques, 
improving our methods all the time in all 
matters relating to bank examination, in- 
cluding those of the detecting of fraud, 
but I think you can give us a big help. 

Internal audits are not limited to big 
banks which contain a force for that pur- 
pose. A small bank can also do a very 
good job by ingeniously seeing that its 
officers and its personnel are all cross- 
checked with other officers and personnel 
in their duties, by also asking for en- 
forced vacations, and by adequate surety 
bond coverage. 


Foreign Policy 


ERLE COCKE, JR. 
National Commander, American Legion, 
Dawson, Georgia 
The American Legion advocated a pro- 
gram of foreign aid after World War II. 
We supported the Marshall Plan because 
we believed strong allies to be essential 
in the struggle for peace—and the coun- 
tries of Western Europe were helplessly 
weak. But we never supported and do not 
now support a policy of perpetual aid for 
any foreign nation. 
Dollars do not win friends for Amer- 
ica: they merely silence enemies. Dollars 
ladled out over a long period of time 


contribute not to the strength of a friend 
but to his appetite. 


The great danger five years ago was 
that we would deny or delay too long our 
obligation to provide a crutch for Euro- 
pean economy. The great danger today 
is that we will deny or delay too long 
our obligation to take away that crutch. 


There is a certain risk involved these 
days in urging restraint or reappraisal 
of our foreign aid program. One who 
does so immediately lets himself in for 
criticism as an isolationist or reactionary. 


While deploring such an attitude, The 
American Legion will not be guided by 
it. I believe that the time has come not 
only for a reappraisal of our economic 
give-away policy but for a realization 
that it must be terminated by a definite 
date. 


The World Problem 


DR. DEANE W. MALOTT 


President, Cornell University, Ithaca, 
New York 


It seems clear to me that the problem 
of America’s responsibility is not alone 
that of meeting Russian communism. The 
outstanding problem in the world today 
is human misery. The downtrodden peo- 
ples in India, Asia, and Africa constitute 
the greatest threat to world stability, the 
greatest challenge to our leadership. 

Our responsibility is to help through 4 
cooperative, friendly program, whereby 
capitalistic nations and newly awakened 
peoples work together, in a program 
which has some chance of eventual suc- 
cess, in filling stomachs and in alleviat- 
ing misery. This need be no sketchy and 
idealistic program, but can be imple- 
mented specifically by us. Assuredly it 
does not mean cramming our form of 
government and our way of life down the 
throats of other nations and other peo 
ples. We can furnish them some scientific 
and technical help. We can cooperate t0 
broaden the educational opportunities for 
their nationals in our institutions of high- 
er learning. We can extend limited a” 
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emergency help to start their ventures. 
We can firmly announce our belief in 
their rights to freedom. 


Air Power 


ROBERT E. GROSS 


President, Lockheed Aircraft Corporation, 
Burbank, California 


The airplane is no longer just a frame, 
an engine, and a propeller. The end prod- 
uct that we call the airplane is really an 
assemblage of thousands of individual 
products that all have in themselves to 
be invented, developed, manufactured, 
and then housed in the mother structure 
that itself has to be invented, developed, 
adapted, tooled and manufactured. This 
long and costly process represents a time 
cycle of five to seven years for the mother 
structure itself, to say nothing of the 
years of development of the various sys- 
tems, accessories, and installations that 
make the whole an integrated thing. 

A modest-but-steady, long range air 
program would have given us a running 
start in emergencies such as this one 
today. It would have permitted the in- 
dustry to hold together some of its highly 
skilled work team in the lean years. It 
would keep both the industry which builds 
the planes and the Air Force which uses 
them stripped down, clean, up-to-date, 
and ready to go. It’s a lot easier to get to 
60 miles an hour if you’re already going 
15 or 20 than if you’re standing still. 

Enact and support this long range air 
program and I can bring you great prom- 
ise of wondrous things that can and will 
be done. 


Wellsprings of Profit 


FREDERICK V. GEIER, 


President, Cincinnati Milling Machine 
Company, Cincinnati, Ohio 


The growth of the human race and 
the building of the world’s incalculable 
store of shelter, goods, and tools useful 
for the living, work, and pleasure of man 
could never have come to pass but for the 
profit earned down through the centuries. 
A civilization, a nation, an individual can 
live for a time on the heritage of profit 


accumulated in the past; but it is the 
welling up of fresh profits which is the 
key to progress and the future. 

If this be true in the broad economic 
sense, it is even more vital in the dy- 
namic, forward-moving economy we all 
want for America. Some take it for 
granted that, because this is America, 
there is something automatic and inevita- 
ble about American progress and the 
growth in American productivity. On the 
contrary, it is vital to keep our economy 
free to progress, to keep our people free 
to invent and free to improve our ways 
of living and working, and to keep the 
wellsprings of profit free to flow in abun- 
dance to nourish our national progress. 


Private Ownership 


DR. GEORGE S. BENSON 
President, Harding College, Searcy, Arkansas 

This system of private ownership, 
where we operate with enthusiasm and 
efficiency and determination, allows us to 
draw on all the brain capacity in exist- 
ence. No other system does. 

It allows us to compete with the dream- 
er; no other system does. 

It gives us efficient management, 
screened through the hard school of com- 
petition instead of being politically ap- 
pointed; no other system does. 

It gives us high investment in tools, 
inspired by that keen competition; no 
other system does. 

But now let us sum up our major lia- 
bilities: 

1. The state of war fomented by Soviet 
Russia—forcing us to extend ourselves 
critically in the field of economic re- 
sources. 

2. Encroaching socialism — being 
pressed upon us by the socialists them- 
selves, by their comrades the communists, 
and their nearly 1,000,000 fellow travel- 
ers who have infiltrated all phases of 
thought shaping. 

3. Paralyzing taxation—a policy of 
deficit financing continued sixteen of the 
last eighteen years, has amassed a gov- 
ernment debt of $256-billion. The inflation 
potential of continuing deficit financing 
is explosive. 


4. The movement to destroy the habit 
of thrift—without which our nation and 
our people would soon exhaust all the 
priceless assets of the American way of 
life. 


Money Outlook 


ARTHUR A. SMITH 


Vice-President and Economist, First National 
Bank in Dallas, Dallas, Texas 


We have gone quite a distance down 
inflation road, but we can go much far- 
ther—and likely will. We certainly are 
not going to return to the dollar any of 
the value taken out of it. No one now 
living will ever see the day when the dol- 
lar will again buy what it did in 1940. 
Today we have the cheapest dollar in our 
history. The forces to make it even 
cheaper are still potent. 


Inflation is an insidious thing. Its dis- 
astrous consequences are generally not 
realized until it is too late to stop the 
process. In some respects it is like dope. 
The economy gets a boost out of it— 
everybody feels good. Any efforts to shut 
it off must run head-on into opposition 
from millions of people who think they 
are doing right well under it. 

We must not forget that deflation is 
every bit as serious as inflation. Defla- 
tion means liquidation, defaulted debts, 
bank failures, business bankruptcy, un- 
employment, and all such undesirable 
conditions that make what we call de- 
pression. The people will not let the gov- 
ernment sit idly by while all that takes 
place—and no administration wanting to 
stay in office or get in office would sit 
idly by anyway. 


Agriculture 


ALLAN B. KLINE 
President, American Farm Bureau Federation, 
Chicago, Illinois 

Farmers have a real production job to 
do in the current emergency, and they 
can be counted on to do it, provided the 
traditional American system of freedom 
and incentive is preserved. ; 


There is real scope in this country for 


Classroom demonstration shows possibilities of banker-teacher cooperation in the schools 


Answering students’ questions is Moses Shaw, director of public relations, South East National Bank, Chicago 
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improved agricultural production. There 
is rising demand for farm products, but 
there is also some real question whether 
or not farmers are to have access to that 
demand—there is the danger that price 
controls may prevent consumers from 
guiding production. 

We have all heard price controls touted 
as a remedy for inflation. There is a great 
deal of fraud in the idea that price con- 
trols can effectively solve the problem. 

The real cure for inflation lies in 
increased production, elimination of 
nonessential government expenditures, 
restraint on credit, increased private 
saving, sale of government bonds to in- 
dividuals and nonbank investors, sound 
management of the public debt, and 
pay-as-we-go taxation. 


Banking and Education 


DR. F. L. SCHLAGLE, 
Superintendent, Kansas City Public Schools, 
Kansas City, Kansas 

Banking is one of the most time-hon- 
ored institutions in our country, and 
bankers have held a respected position 
in the community through the years. 
However, the bankers in many communi- 
ties have failed to make their influence 
felt outside the bank. There appears to be 
a pulling away from civic responsibility. 
Our very way of life nationally is re- 
lated to the bank in a free enterprise sys- 
tem. Bankers as leaders should become 
more interested in the schools and what 
the schools are teaching in the social stu- 
dies about management, labor, private or 
government owned business, nationaliza- 
tion of industry, profit motive. 

There is a wrong attitude toward banks 
and bankers in the minds of many stu- 
dents and possibly adults. There is also 
a preconceived notion about bankers as 
individuals. When banks fail to assist in 
community guidance service, students 
and the young people do not have an op- 
portunity to know the people employed 
in the bank as individuals at work earn- 
ing a living. Every banker owes it to the 
community in which he lives to be a 
member of a team of business men who 
are available for counsel and guidance 
for youth in thinking through the prob- 
lems that confront them. 


Tools for the Schools 


ROBERT LINDQUIST 
Chairman, Public Relations Council, A. B. A., 
and Vice-President, La Salle National Bank, 

Chicago, Illinois 

For too long we in banking have over- 
looked the great significance of the 
“learning years,’ when young minds are 
storing up the ideas and information they 
will carry through life. An important 
part of the Council’s program is working 
with youth, with their pliable minds and 
their ideals. But, like banking and edu- 
cation, this work is best carried on at the 
local level. So it has been our aim to pre- 
pare for you, as individual banks and 
local groups of banks, the tools whereby 
you may do this job in your own com- 
munities. 

You have probably seen the Council’s 
attractive new text brochure on “Money 
and Banking—in Our Everyday Living,” 
with its accompanying teacher’s manual. 
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The Council, in cooperation with the 
Customer and Personnel Relations De- 
partment of the A.B.A., offers you an ex- 
citing leaflet, “Opportunities in Banking,” 
for distribution to high school students; 
and now a movie, “A Future to Bank 
On,” to take to the schools. 


A second film, “How Banks Serve,” was 
produced a year ago, and its distribution 
and use are already widespread. Now in 
production is the third film in this series, 
“Money Talks!” 


Importance of Youth 


FRANK M. TOTTON 
Vice-President, The Chase National Bank, 
New York, New York 

The world moves forward on the feet 
of youth. Calvin Coolidge once said, “The 
great truth cannot be too often repeated 
that this youth is exactly what the people 
make it,” and so our great banking sys- 
tem will be exactly what the next genera- 
tion makes it. Youth is enthusiastic and 
dynamic. Youth asks questions and wants 
to know, and so we must tell youth the 
story of the glorious record of what the 
American Banking System has done for 
this country and for the world. We must 
have the participation of youth in our en- 
deavors. 

The banker is the hub of the wheel. The 
American banking system has a great 
vision and a great future, and we commit 
that future with great confidence to the 
hands of youth. 


National Bank Division 


L. C. BUCHER 

President, National Bank Division, A. B. A., 

and President, Lincoln National Bank, 

Cincinnati, Ohio 

During the past few years, there has 
developed a trend on the part of banks 
to increase their investments in the ob- 
ligations of states and political subdivi- 
sions. Some banks have purchased these 
obligations without the same measure of 
care accorded other investments, such as 
loans. Supervisory agencies have crit- 
icized repeatedly the lack of essential in- 
formation in the banks’ files needed to 
support this important investment deci- 
sion. In order to suggest to bankers the 
pertinent factors which should be consid- 
ered, the National Bank Division pre- 
pared and published this summer a Guide 
for Municipal Bond Credit Files. The 
Guide should be studied carefully by 
every officer of a bank charged with 
making investments, and the sound sug- 
gestions and advice given therein heeded. 


Strange as it may sound, there are still 
some national banks that are operating 
with the same set of by-laws which were 
adopted when their charters were issued, 
and some date back to the carriage-trade 
period. The passing of time has created 
changes in federal laws and regulations, 
bank policies, and trade practices. It 
seems appropriate that the officers of 
every national bank review its articles 
of association and by-laws to consider 
their adequacy under existing conditions, 
and perhaps to consider redefining re- 
sponsibilities and establishing proper 
internal checks. A committee of the divi- 
sion is preparing now a suggested revised 
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set of by-laws which, after clearance with 
the Office of the Comptroller of the Cur- 
rency, will be made available to national 
bank members. 


State Bank Division 


JOHN Q. McADAMS 
President, State Bank Division, A. B. A., and 
President, Winters State Bank, Winters, Texas 

This Division has posted letters to 
the forty-eight state bank supervisors, 
offering assistance in whatever improve- 
ment by amendments to their laws they 
deem advantageous. The standard needs 
as listed in our letter are: 

1. Longer tenure of office for the com- 
missioner. 

2. More attractive salaries for the en- 
tire personnel. 

3. Divorcement of the department from 
partisan politics. 

4. Retention of funds which are col- 
lected for examinations and other statu- 
tory fees, making disbursements to the 
best interest of the department. 

5. Divorcement of the appointment of 
the commissioner from political influence, 
and lodge this prerogative in a committee 
or board composed of practical bankers 
appointed by the governor. 


Savings, Mortgage Division 
WILLIAM A. RECKMAN 
President, Savings and Mortgage Division, 


A. B. A., and President, Western Bank & 
Trust Company, Cincinnati, Ohio 


Savings deposits in savings and con- 
mercial banks gained only slightly during 
the twelve months ending June 20, 1951, 
from $56.1-billion to $56.5-billion. Sav- 
ings deposits in the postal savings system 
declined from $2.9-billion to $2.8-billion. 
United States Savings Bonds declined 
from $58-billion to $57.6-billion. 

In that same period, shares in savings 
and loan associations increased from 
$14-billion to approximately $15-billion. 
Savings represented by equities of life 
insurance policyholders increased slight 
ly from $55.1-billion to $55.4-billion. 
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In recent months, banks have been 
gaining about $100-million a month in 
savings; and it is anticipated that the 
rate of gain will improve in the months 
to come. 


Mortgage Financing 


JAMES C. DOWNS, JR. 
President, Real Estate Research Corporation, 
Chicago, Illinois 

Basic mortgage financing demands in 
1952 will be greater than the average of 
the past ten years. 

The next year will see a record number 
of potential property users of all types. 
Both business and individuals will have 
peak purchasing power and a high ca- 
pacity to support mortgage loans. 

The sharp decline in mortgage activity 
during the past few months was not 
caused by any change in the demand for 
mortgages, but rather by a radical and 
arbitrary shift in the mortgage money 
market. As is always true in a managed 
economy, the regulations which were 
adopted turned out to be an overcorrec- 
tion. 

Mortgage money is already becoming 
more plentiful as the result of high earn- 
ings and a reaction from the post-Korean 
buying splurge. Competition for loans 
will grow keener by the early part of 
1952 and loans will be available for vet- 
erans’ housing at terms recently approved 
by Congress—either as a result of devel- 
opments in the money markets or further 
political action. 

Up to now there has been no real 
shortage of materials for home construc- 
tion, even at the high rate of building 
which has marked the past few months. 


Trust Division 


RAYMOND H. TROTT, 

President, Trust Division, A. B. A., and Pres- 
ident, Rhode Island Hospital Trust Company, 
Providence, Rhode Island 

Shortly after I became president of 
the Trust Division our Committee on 
Common Trust Funds recommended to 
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the Board of Governors of the Federal 
Reserve System an increase from $50,000 
to $100,000 limitation of participation in 
common trust funds. We made this recom- 
mendation in the interest of our benefi- 
ciaries whose dollars have decreased in 
value and for added efficiency and econ- 
omy in serving our customers. This 
spring, the Board of Governors approved 
our recommendation and announced the 
change. 


The past year has been an active one 
in the field of fiduciary legislation in 28 
states. Eleven states amended or passed 
the Prudent-Man Rule, bringing the 
present total to 31. Enabling acts for 
common trust funds were passed in four 
more states, bringing the total now to 38 
states with permissive legislation. Our 
records show that 91 institutions in 23 
states are now operating common trust 
funds. 


New life insurance and trust councils 
have expanded the cooperative movement 
between trustmen and life underwriters. 
There are now 56 Life Insurance and 
Trust Councils or Estate Planning Coun- 
cils in 30 states and the District of 
Columbia. Many of these include attor- 
neys and tax accountants. 


Through our Committee on Relations 
with Supervisory Authorities, we con- 
tinue cordial and mutually helpful con- 
tacts with these government agencies. 
With few exceptions, our relations with 
the legal fraternity continue on a satis- 
factory basis due in a large measure to 
the work of the National Conference 
Group consisting of representatives of 
the Trust Division and the American 
Bar Association. Having been a member 
of this body in the past, I can testify to 
the fine work it continues to do. 


Powers of Appointment 


PAUL E. FARRIER 
Vice-President, The First National Bank of 
Chicago, Chicago, Illinois 
Prior to October 22, 1942, the Federal 
Estate Tax Law provided for a tax on a 


power of appointment only if the power 
was a general power and was exercised. 
The Revenue Act of 1942 contained a 
completely new treatment of powers of 
appointment under the Estate and Gift 
Tax Law. Briefly, this act taxed all pow- 
ers of appointment, direct and indirect, 
regardless of when created and regard- 
less of whether the power was exercised 
or not, with the exception of two specified 
classes of powers. One of these classes 
exempted powers to appoint to certain 
near relatives. The other was intended to 
exempt certain fiduciary powers. A short 
period was originally provided for the 
release of preexisting powers without tax 
liability where such release was legally 
possible. This period was repeatedly ex- 
tended because of widespread dissatisfac- 
tion with the law. The last extension was 
to have expired July 1, 1951. Fortunately, 
the law was completely revised, effective 
June 28, 1951. The new act is far superior 
to the 1942 law, but I am confident that 
future amendments will be necessary, 
and I am equally confident that Congress 
will cooperate in correcting inequities 
which exist. 

So far as powers of appointment which 
were created prior to 1942 are concerned, 
the new law is eminently satisfactory. 
Congress has recognized the inequities 
involved in the provisions of the Revenue 
Act of 1942 so far as preexisting powers 
are concerned. 

Unfortunately, the treatment of pow- 
ers created after 1942 did not receive 
similar treatment. With respect to future 
powers, a tax is imposed upon nonaction; 
and, consequently, this law continues 
some of the inequities involved in the 
1942 Act so far as future powers are con- 
cerned, It is true that many of the prob- 
lems created by the 1942 Act are solved, 
but this insistence upon a tax on the fail- 
ure to act does not give the necessary 
relief in many situations. 


Trust Words and Works 


CLARENCE MANION 
Dean, University of Notre Dame College of 
Law, Notre Dame, Indiana 

It has been sagely said “Words stand 
for things—but not sufficiently.” The 
trust officer’s professional reputation is 
solidly built upon the best words in the 
dictionary. As a “fiduciary,” he is a veri- 
table temple of “faith” and “reliance.” 
His merchandise is “wisdom,” “caution,” 
“confidence,” and “dependability.” As a 
champion of “fidelity,” he routinely slays 
the wicked dragons of “suspicion” and 
“distrust.” 

For a war of words, the trust depart- 
ments are undoubtedly stocked and sup- 
plied with all the winning weapons. It is 
unfortunately true, nevertheless, that 
words, by themselves, are not sufficient. 
Words are not self-executing. There are 
times when the “works of trust” seemed 
to clash with all the good and great 
“words of trust.” 

The key to the safety and peace of our 
beloved country is to be found in a na- 
tional revival of faith. In this great and 
patriotic enterprise it seems to me that 
the good works of trust officers and the 
good words of the trust departments 
could and should be a mighty and effec- 
tive force. 
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Hartsville, Tennessee, proves that women 
can operate a sound, profitable bank 


By 
ROSS L. HOLMAN 


ESTLED among the Tennessee 

hills, in the heart of the tobacco 

country, is the little town of 
Hartsville. 

One of its two banks, the Bank of 
Hartsville, is the second oldest in the 
state still operating under its original 
name, having been founded in 1884. 
But its major claim to distinction is 
the fact that it is headed by the only 
woman in the United States serving in 
the combined capacities of bank presi- 
dent, cashier and _  director—Miss 
Manye Hammock. Moreover, four of 
the five members of the staff are wom- 
en. Thus Hartsville does a good share 
of its banking with the feminine 
gender, and apparently has come to 
like the idea for Miss Hammock’s in- 
stitution has shown decided progress 
since she took over the reins. 

“Miss Manye,” as she is known to 
the entire community, is an institution 
in herself—and a contradictory one. 
At times she is so intensely feminine 
that you would never think of her as a 
banker, and still she is so typical a 
banker that you tend to forget she is 
a woman. She frequently shatters 
banking tradition on what is good 
collateral for a loan, yet in some re- 
spects she is extremely conservative in 
her overall lending and investment 
policies. 

The presidency is not just a title 
Miss Hammock inherited. She joined 
the bank as a $20-a-month bookkeeper 
when she was 18 years old, and over 
many years has gradually worked her 
way to the top. She has been chief 
policy maker for some 15 years, and 
after acquiring stock control became 
the bank’s president as well as cashier 
in 1947. 

In the past 15 years the bank has 
grown in deposits from $300,000 to 
$1,700,000. Its trade territory is 
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strictly agricultural, with tobacco as 
the primary crop supplemented by live- 
stock operations. There is little in- 
dustry, and on this subject Miss Ham- 
mock reveals natural conservatism. 
She does not particularly favor indus- 
trial growth, on the basis that it is 
likely to involve eventual shut-downs, 
unemployment, and credit problems. 
She prefers a “safe’’ community. The 
average annual income for a family in 
the area is somewhere between $2,500 
and $3,500. 


Many a banker could take a leaf 
from Miss Manye, in the way she has 
humanized her job. From her desk in 
the front office pen she keeps an eye 
on the door, and greets every customer 
by name as he enters. She asks about 
the success of his fishing trip, con- 
gratulates him on the fine record made 
by his boy with his 4-H calf, or ex- 
presses admiration for his daughter’s 
scholarship attainments in college. If 
his wife is seriously ill she may come 





out of her office to express a face-to- 
face concern over the woman’s con- 
dition. 

She carries over the same human 
approach in making loans. One day 
when I was in her office a man came 
in to offer a 60-day note to feed out a 
half-dozen shoats. The applicant was 
timid and apologetic, as he had never 
been a customer of the bank before, 
either as a depositor or borrower. 
“That man is as poor as a pauper’s 
hound dog,” whispered Miss Hammock 
to me as he waited at the window. “‘He 
has had wretched luck and hardly 
knows where his next meal is coming 
from.” 

After hearing this description 
imagine my surprise when she called 
the fellow over and said: “Sixty dol- 
lars isn’t enough for you to feed these 
shoats out to the most profitable mar- 


Miss Manye Hammock, president and cashier, with a director 
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ket size. I’m going to lend you $75. 
They may not be in the best selling 
condition in 60 days, so I am making 
the note for 90 days.” Incidentally, 
this and most other loans for small 
amounts are covered by low-cost blan- 
ket policy credit life insurance. 


HE bank’s easy lending policy to 

every down-and-out borrower with 
character who appears to deserve a 
break has caused many people to pre- 
dict disaster. Somehow, this has failed 
to happen. Perhaps Miss Manye’s confi- 
dence in these borrowers’ good inten- 
tions keeps the notes paid up. “Not a 
single note in this bank is past due,” 
is her favorite boast. She amplifies this 
assertion by saying there has been 
practically no day within the past 10 
years that she couldn’t make that 
statement. She proclaims this dis- 


tinction to the world so proudly that no 
borrower wants to be branded as the 
exception to such a record. Another 
factor is that the bank’s policies are 
clearly outlined to each borrower at 
the time the loan is made; it is par- 
ticularly emphasized that no second 
notices are mailed, and that the bor- 
rower should come to discuss the situa- 
tion in advance if repayment difficulty 
is encountered. 

Miss Manye has learned the char- 
acter-rating of nearly every local in- 
habitant as well as his solvency, and 
the latter doesn’t matter too much if 
the former is satisfactory. She feels 
that a bank should figure its earning 
power in human interest as well as 
loan interest. A widow woman with no 
assets is, in her opinion, just as en- 
titled to a $10 loan to buy the goods 
for a dress she hopes to make and sell 


In 15 years, deposits have grown from $300,000 to $1,700,000 
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ricultural community, regularly pays a 12 per cent dividend. The president, most of the staff, are women 


at a profit as a builder is to money to 
construct a $10,000 house that he can 
back up with $100,000 worth of se- 
curity. 

On the other hand she has saved 
many an honest borrower from over- 
extending himself and running into 
grief by being too optimistic. Even, 
for example, if a man offers more 
than enough collateral to secure a 
$2,000 note to stock a filling station, 
he doesn’t get the loan, regardless of 
his good intentions, if his lack of ex- 
perience indicates he can’t make a go 
of it. Miss Manye tells him in a moth- 
erly way that he is treating neither 
himself nor his security signers fairly 
by not giving himself the essential 
business training to assure success be- 
fore venturing “on his own.” 

One day a man walked up to her 
desk to negotiate a loan. He offered 
an already signed note with a string 
of endorsers representing enough 
wealth to buy the bank out. Miss Ham- 
mock knew every one of the signers 
but told the applicant he would have 
to wait until she made further in- 
vestigation. He was mystified and 
miffed. What kind of backing did it 
take to make a note acceptable to this 
woman banker anyway? 

About that time an almost penniless 
widow offering no visible assets but an 
endorser asked for a $50 loan to feed 
out a flock of pullets, and got it. The 
man with the multi-signed note 
couldn’t comprehend such “gooey” 
money lending, but a few days later he 
learned. Miss Manye called him back 
and told him he could have the money. 
She explained that she didn’t question 
the solvency or integrity of a single 

See COUNTRY BANKING—Page 80 
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How the big British banks are dealing 
with their post-war staff training problems 


British Banking’ 
RESTDEVTAL COLLEGES 


By FRANK PLACHY 


London Correspondent, Burroughs Clearing House 


HE so-called “Big Five” banks in 

England each have from 15,000 to 

18,000 employees. These men and 
women are employed in anything from 
the huge head offices in London to 
small country branches requiring only 
one or two bank employees. The prob- 
lems of administration and policies 
with which the head managements 
have to deal are utterly different, and 
in some cases even more difficult, than 
those American bank managements 
have to contend with. 

One such problem, which has only 
asserted itself with any urgency since 
the close of World War II, deals with 
the training and education of bank 
employees, especially those who will 
ultimately fill the higher technical and 
managerial positions. Before 1939 the 
English bank man learned his job 
simply by doing it, although since 
World War I the ability required to 
handle anything except the most 
routine bank work has been steadily 
increasing in complexity and difficulty. 

The two world wars threw the age 
groups in the big banks out of gear. 
In each case, men disappeared for five 
or six years and then came back to 
take their places again, only to find 
that events had greatly altered their 
own positions and that of the banks. 
While those who had remained at their 
desks had gradually become accus- 
tomed to the vast increase in currency 
controls, Government restrictions and 
all the extra paper work which the 
banks must perform without compen- 
sation, this was not true of those who 
had been in the Armed Services or had 
served in Government departments. 
Some means had to be devised to bring 
these men into line with their age 
groups. 

Here another problem intruded it- 
self. Many of the men who were called 
into the National Services were from 
the clerical ranks, the majority of 
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A discussion group, Lloyds Bank Staff College, Eyhurst Court, Kingswood, Surrey 


To intensify training, classes are kept small 


whom would in all probability have 
continued to hold comparatively minor 
positions in the banks until in due 
time they retired on pension. It hap- 
pened, however, that many of these 
supposedly humdrum individuals had 
qualities of leadership which had been 
entirely unsuspected by higher bank 
officials. Under the spur of war and of 
wider opportunities for initiative and 
action than would ever have been pres- 
ent in a bank, many of these men were 
quickly promoted as commissioned offi- 
cers, and returned as far different in- 
dividuals than when they had left. It 
was obviously impossible to expect 
such men to go back to the desk along- 


side some junior who had probably 
been taken in five years previously to 
fill the called-up man’s place. 


ARIOUS methods to train new 

staff members were adopted by the 
banks, each working to its own ideas, 
as far back as 1940. Perhaps the most 
interesting, and one which is almost 
certain to have long-time results, is 
the creation of residential training 
colleges by four of the five big banks. 
These colleges have been established 
in large country houses within easy 
reach of London and are being used to 
train carefully selected men, from 
head offices and from_ branches 
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Junior bankers at Westminster Bank’s model training center near Oxford 


Courses are given at all British bank staff levels 


throughout the country, who are des- 
tined to hold positions at what in Eng- 
land is called the managerial level. In 
fact, the men who are invited to at- 
tend the courses at these colleges al- 
most certainly constitute the future 
chief general managers of the banks 
or will hold positions of almost equally 
high rank. Eventually, all British bank 
executives will undergo intensive tech- 
nical training. 

The Midland Bank took the lead in 
the war and post-war educational ac- 
tivities of the banks and operates on 
four levels, which embrace every em- 
ployee from the youngest junior to 
Supervisory rank. The first training 
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started in 1940 to train new recruits 
for vacancies caused by army call-ups. 
These juniors are trained before they 
enter active bank service, again to the 
level of the clerk before he reaches the 
tellers’ counter, onwards from posi- 
tions above that of teller and finally to 
supervisory level. Allowing for indi- 
vidual preferences, the other banks 
follow more or less the same methods. 

The methods employed by Lloyds 
Bank at its residential college do not 
differ in any marked degree from that 
of the Midland, nor in fact do those of 
Barclays or the Westminster, except 
that in the case of Barclays the men 
are housed in hotels convenient to the 





training college at Wimbledon. Enrol- 
ment in’each course is kept down to 
24 or 30, with an average of six in- 
structors, so that the classes are very 
small and training may be hard and 
intensive, although the fact that the 
men are both living and studying on 
the premises gives plenty of scope for 
social and athletic life. 

A typical day begins with the call- 
ing of the men at seven in the morn- 
ing, breakfast at eight and classes 
starting at eight forty-five. Instruc- 
tion continues until one o’clock when 
lunch is served and all are free to play 
golf, tennis, take country walks or 
please themselves until four, when 
classes are resumed until six-thirty. 
Evenings are free and the men either 
spend the time studying, playing 
games, or just sitting around in a 
pleasant social atmosphere. 

It is a remarkable tribute to the 
quality of men in the various banks 
that all the instructors are chosen 
from the banks themselves. Thus a 
guarantee is obtained that experience 
and practicality will not be sacrificed 
to theory. General managers and ex- 
perts in their own field from the banks 
visit the college to give talks, and there 
are occasional lectures by outside 
economists and other speakers. The 
Midland has found that the best aver- 
age course lasts seven weeks, and those 
taking part are encouraged to remain 
at the college for at least the first two 
weekends. Plenty of diversion is pro- 
vided for Saturday and Sunday. 


When these residential colleges were 
first started, most of the men who 
attended were in the age 40-45 group, 
due to a variety of causes of which 
Army service was only one. It was ex- 
pected that the classes would soon con- 
sist of younger men, but so intense is 
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the desire of men already in, or on the 
threshold, of senior positions that the 
age group continues rather high. 

The actual curriculums at the differ- 
ent colleges vary considerably, partly 
because much time is devoted to deal- 
ing with the rules which govern rela- 
tions between head offices and branch- 
es, and each bank has its own practices 
in this respect. The time given to 
different subjects is constantly being 
changed as experience accumulates. 
Much time is necessarily devoted to 
the Exchange Control Act, 1947, which 
is incredibly complex, dealing with re- 
lations between the banks and their 
own customers and with the Bank of 
England. These frequently-changing 
matters include the responsibilities of 
the collecting banker, those of the pay- 
ing banker, and the vexing questions 
of domicile. The Bank of England 
makes its decisions as to “residence” 
on the merits of each case, and “resi- 
dence” is not necessarily decided by 
nationality, domicile or liability to 
taxation in a certain country. 


HEN there are the different kinds 

of sterling to be learned and the 
persons and countries to which they 
may be remitted. There are transfer- 
able accounts, blocked sterling ac- 
counts, dollar accounts, dealings with 
ex-enemy countries, and with “Other 
Countries,” which include such places 
as Tangier. 

English bank managers are called 
upon almost daily for income tax ad- 
vice, and the English tax system is 
something that few experts ever claim 
to have mastered. This is included in 
the lectures. The trustee departments 
of all the banks are growing rapidly 
as more and more customers decide to 
have their bank act as their executor 
and trustee. This involves the study of 


inheritance taxes, called death duties 
in England. Here again is incredible 
complexity. For instance, a gift is sub- 
ject to death duties if made within five 
years of the giver’s death. It is clear 
that aside from general banking prin- 
ciples there is no lack of difficult mat- 
ters to occupy the time and hard study 
of the teachers and students in the 
bank colleges. 

Another change which experience 
has dictated is that there is not now so 
much insistence on technical progress 
in the various parts of the curriculum 
as there is in the development of each 
man’s personality. It is recognized that 
men who are to be the future leaders 
of such great financial institutions 
must be men of an outstanding type 
apart from their ability to manage a 
branch bank or a head office depart- 
ment. The type of man is sought who 
is likely, or perhaps already is, a leader 
in his own community or in some ac- 
tivity of life apart from his banking 
duties. The banks want managers and 
executives who are able to hold their 
own in any social milieu, and the 
courses have unquestionably helped to 
bring out these desirable qualities in 
such men. 

Many Americans think that because 
England is a comparatively small geo- 
graphical unit one Englishman is 
much like another Englishman. Noth- 
ing could be farther from the truth. 
Although Britain has only 95,000 
square miles compared with the 
3,000,000 square miles of the United 
States, there are probably more di- 
vergent types, at least at the bank em- 
ployee level, than would be found in 
the United States. These divergent 
types have to administer the affairs of 
their employing banks in a more or 
less uniform way. The opportunity of 
meeting other types than their own 


which the residential colleges has af- 
forded has been something of a melt- 
ing pot, in effect, and has increased 
the respect of men from one part of 
England for those from another. 

Although careful records are kept 
of all British bank employees, and in- 
formation is especially complete on 
those likely to be invited to take resi- 
dential college courses, nevertheless 
head tutors, instructors and general 
managers have learned a lot through 
the intimate social intercourse of these 
students over seven week or longer 
courses. The selection of suitable 
branch managers is not an easy one. 
A man who would make a perfect man- 
ager in a rich town of retired people 
like Bournemouth, for example, would 
probably be totally at sea in the hard- 
bitten commercial life and competition 
in Birmingham or Manchester. Here 
the social qualities which the men have 
displayed during their terms at col- 
lege have proved of value in guiding 
general managers in making appoint- 
ments. 


NOTHER difficulty which the col- 
leges have done a good deal to 
overcome is inherent in the vastness 
of the organizations to which the big 
banks have grown. Hitherto it has 
been difficult for a branch manager in 
a small and possibly remote place to 
feel much personal contact with his 
head office in London. As class after 
class rotate through the colleges this 
feeling of remoteness tends to become 
reduced, and in correspondence or 
otherwise men inevitably recall that 
they spent their training course with 
the man with whom they are in touch, 
no matter how prosaic the business in- 
volved may be. 
There are no examinations connect- 
See BANK COLLEGES—Page 86 


Junior classes are co-educational at Barclays Bank college, Wimbledon, London 
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A familiar sight: Mr. Cocke testifying on Federal legislation affecting banks 
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President Cocke, in his bank and in the 
A.B.A.. has demonstrated able leadership 


T the outset of his career, Charles 

iN Francis Cocke had no intention 

at all of being a banker. It was 

even with some reluctance that he en- 

tered banking’s active ranks when the 
opportunity developed. 

Following in his father’s footsteps, 
he had chosen to study law. Embarked 
on that course, he was graduated from 
the University of Virginia in 1908, 
attended the University Law School 
and was admitted to the Virginia bar 
in 1910. He began the practice of law 
in his native city of Roanoke, Virginia. 

Francis Cocke met with considerable 
success in his practice and later be- 
came a senior partner in the law firm 
of Cocke, Hazelgrove and Shackelford. 
His work with the firm was broken 


By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 











COVER PICTURE 


Mr. Cocke in his own bank in Ro- 
anoke, Virginia. From the left, it 
shows: P. C. Huff, director; E. H. 
Ould, executive vice-president; S. M. 
Hudson, vice-president; J. B. Fish- 
burn, chairman of the board; and 


Mr. Cocke 
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only for a two-year period in World 
War I in which he served as a second 
lieutenant in Air Service Aeronautics. 
Upon the war’s conclusion, he was 
elected the first Department Com- 
mander of the American Legion in 
Virginia. 

It was not until 1927 that events 
started moving him toward the bank- 
ing career that was to carry him to 
the presidency of The American Bank- 
ers Association. In that year, his fa- 
ther died. It happened that the elder 
Mr. Cocke who was the General Attor- 
ney for the Norfolk and Western Rail- 
way Company was also an inactive- 
vice-president and a director of the 
First National Exchange Bank of 
Roanoke. Francis Cocke succeeded his 
father to both bank posts. 

This connection with the bank was 
a pleasing one. Francis Cocke was 
well acquainted with the bank as a 


“Include my grandson or else .. .”’ 
says the new A.B.A. president, as 
Mrs. Cocke smiles agreement 
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The First National Exchange Bank of Roanoke 


Mr. Cocke has greatly broadened his bank’s services 


leading, well-established Roanoke in- 
stitution that dated back to 1882 and 
had long taken a keen family interest 
in its progress. It was also a satisfac- 
tory connection since it did not im- 
pinge greatly upon his legal work. 

In 1937, he was elected executive 
vice-president, but at this time with 
the understanding that he would de- 
vote only a part of his time to the 
bank. He was still able to spend half 
of it in the law office across the street. 
In January of 1938, the day before the 
annual meeting of the shareholders, 
the bank’s president died. At the or- 
ganization meeting of the board of 
directors held later on in the week Mr. 
Cocke was elected president of the 
bank. 


NCE into banking, he gave it his 

full, inquiring attention. He soon 
sensed that a major change was tak- 
ing place in banking and that there 
was a decided trend toward the broad- 
ening of bank services, particularly to 
the end of reaching more people. 

The bank was already serving many 
small loan customers, so Mr. Cocke de- 
cided it would be a logical step to or- 
ganize a full-fledged consumer credit 
department and to place it under the 
supervision of a specially qualified of- 
ficer. This was in 1938, in the first 
year of his presidency. As a second 
step, in the same year, a real estate 
loans department was established. 
This also was provided with trained 
supervision, a factor in management 
upon which Mr. Cocke places great 
stress. With these two developments, 
the bank was well on its way toward 
meeting its new objective. 

Next in line came a farm depart- 
ment. It is interesting to see how this 
came into being since it provides an 
insight into the activities of Mr. Cocke 
as a banker. By the early 1940’s, he 
was already putting forth his effort 
to help in meeting the national prob- 
lems of banking. His legal training 
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had brought him to the forefront in 
matters of Federal legislation and intc 
close contact with the American 
Bankers Association. Aware of the op- 
portunity to provide agricultural cred- 
it to the Roanoke area, and even to 
assist other banks that the First Na- 
tional was serving as correspondent, 
he discussed the matter with A. G. 
Brown, deputy manager of the A. B. A. 
and director of its Agricultural Com- 
mission. After securing a land classifi- 
cation survey and an agricultural eco- 
nomic survey of the Roanoke trade 
area, he recommended to his board the 
establishment of a farm department. 


This began operation in 1944, and 
has handled a steadily increasing vol- 
ume of business for the bank. It has 
gone even beyond its original inten- 
tion of being helpful to correspond- 
ents. Today, some of its activities have 
been accorded state and even national 
recognition. 


Besides the regular farm credit 
phases of the operation, which were 
described in the July, 1950 issue of 
Burroughs Clearing House, the depart- 
ment issues two publications. These 
are News for Farmers and Farm 
Flashes for Bankers. News for Farm- 
ers is issued semi-annually. It is 
mailed by the bank to all farmers in 
Roanoke County and is made avail- 
able to all correspondent banks for 
mailing to their customers. It is also 
mailed to all banks in the entire state 
of Virginia, as well as to all county 
agents, agricultural instructors, etc. 
Farm Flashes for Bankers is a month- 
ly letter on agriculture and agricul- 
tural economics that also is mailed to 
all banks in Virginia, all county 
agents, instructors, extension division 
personnel and that likewise goes to 
newspapers, the United Press, Asso- 
ciated Press, to a number of maga- 
zines, to radio stations, to the National 
Broadcasting Company, New York 
City, by request, and to a list of some 
100 banks in various parts of the 
country. 

As other steps in its program of 
progress, the bank employed a New 
York City financial advertising agen- 
cy to handle its radio and newspaper 
advertising in 1945, established a busi- 
ness development department under 
an officer to take charge of public re- 
lations and new business in 1947, and 
also in 1947 established an investment 
department to supervise its own se- 
curities and to provide an investment 
service to correspondents in Virginia 
and West Virginia. 

For the past two years, the bank 
has been holding correspondent bank 
meetings and last year developed a 
question -and-answer_ session that 

See A.B.A. SPOKESMAN—Page 84 


Both the bank and its president are strongly civic-minded 


A lobby showing of Russian imperial jewels is typical activity 
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Five junior members, here identified by lapel flowers, participate in all senior board sessions 
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Wherein the fresh vigor of young businessmen is added 
to the sage experience of the bank’s senior directors 


HE bank recently formed a junior 

board of directors, said to be the 

first of its type in banking history. 
It is true that junior boards made up 
of younger executives of established 
firms have been created, but the pur- 
pose of this type board generally has 
been to hold sessions of its own en- 
tirely separate from the senior board 
of directors, and generally speaking it 
has considered methods and processes 
rather than policies. Recommendations 
resulting from these deliberations are 
usually forwarded either to the man- 
agement or the senior board of direc- 
tors, where they are considered and 
acted upon like all other suggestions 
originating at the junior executive 
level. 

The management of our bank, in- 
cluding our board of directors, had 
another purpose in mind in creating 
our junior board. First of all, we chose 
young men who combine in their own 
right demonstrated business ability 
plus the fresh outlook and aggressive- 
hess of youth. The future destiny of 
our commercial, economic, and finan- 
cial awareness depends upon the atti- 
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By 
P. B. (JACK) GARRETT 


President, 
Texas Bank & Trust Company, 
Dallas 2, Texas 


tude of our young men and women 
toward business and the government. 
We believe that this is one of the best 
channels through which the young 
business man can expand his capacity 
and usefulness in the business world. 
Certainly, it would be wisdom if busi- 
ness and industry throughout the na- 
tion would make an effort to invite 
many of our younger men into the 
council chambers and production lines 
of business. As the young business 
man expands through this contact 
with more experienced men, it nat- 
urally follows that he will. be able to 
serve his community much better; he 
will definitely grow in his civic 
stature. Any community will have 
rapid and healthy growth if it can be 
blessed by young men who are thus 
expanding their usefulness. 


Most banks select members of the 
regular board of directors  princi- 
pally from outside the bank, choosing 
business and professional men who 
bring to the bank the wisdom and ex- 
perience that they have gained in the 
process of becoming leaders in the 
community and in their own lines of 
business. They likewise widen the 
bank’s contacts to include their own 
business and other prospective cus- 
tomers whom they reach in the course 
of their own operation. Men of this 
caliber are willing to devote their time 
and energies to the bank’s interests 
not only to increase the value of their 
stockholdings but also because they 
recognize that in helping to chart the 
bank’s course they appreciably broad- 
en their own experience and knowl- 
edge. There is no need of laboring this 
point, because this is the accepted 
policy that prevails almost universally 
throughout American banking. 

In choosing our junior board of 
directors, we were extending in a 
great measure this same philosophy to 
a younger age level. The members of 

See JUNIOR DIRECTORS—Page 88 
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WASHINGTON VIEWPOINT 








Penny Shortage 

Director of the Mint Nellie Tayloe 
Ross has sent an urgent plea to citi- 
zens to return all small coins into cir- 
culation because of a shortage of criti- 
cal defense materials. 

A sharp increase in hoarding by 
small children and adults has created 
a shortage of pennies. As a result 
of recent pleas many individuals are 
returning the coins to banks, but de- 
spite the gradual return to circulation 
there is still a scarcity of “coppers.” 

Mrs. Ross suggests that thrift ac- 
cumulations of small coins be con- 
verted into Defense Savings Stamps 
and Bonds, turned into banks for other 
currency, or used in making purchases. 

“Tf each of the estimated 38,788,000 
American families would release from 
hiding and return to business use just 
ten one-cent pieces,” the Mint Director 
said, “over 1,260 tons of scarce copper 
would be saved providing, of course, 
that the coins remained in circula- 
tion.” 

- . e 


Trade-In Allowances 

The Federal Reserve Board, follow- 
ing complaints from some sections of 
the retail trade, has issued an “in- 
terpretation” of Regulation W cover- 
ing “fictitious” trade-in allowances on 
television sets, appliances, furniture 
and other items subject to consumer 
credit controls. 

The Defense Production Act of 1951 
requires the Federal Reserve Board to 
permit trade-ins to be counted against 
the down payment requirement for 
appliances and other consumer durable 
goods. Since then, the Reserve Board 
has been getting numerous reports of 
retailers allowing trade-in on items 
that don’t exist, allowing ridiculously 
high trade-in values, and thinking up 
various other schemes to reduce or 
eliminate the cash down payment the 
customer has to make to meet the 
requirements of Regulation W. 

This is the way the Reserve Board 
“interpreted” the trade-in section of 
the Defense Production Act of 1951: 

1. It is evident that a transaction 
would involve a rebate or sales dis- 
count rather than a trade-in agree- 
ment where the registrant in fact did 
not receive delivery and possession of 
the property for which a _ so-called 
trade-in allowance was granted. 

2. A transaction would similarly 
conflict with the requirements of the 
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By N. P. GREGORY 


Washington Correspondent 


regulation where there was applied 
against the required down payment a 
so-called trade-in allowance in sub- 
stantial amount for property having a 
value that was nominal or negligible, 
or that bore no reasonable relationship 
to the so-called allowance. 

3. A trade-in could not be counted 
as a down payment to the extent that 
there had been any offsetting increase 
in the price of the article being sold. 
The price to be used as a standard 
here would be the actual value at which 
the registrant at the time is selling 
the same or like articles with an all- 
cash down payment or on a comparable 
basis; that price might, of course, be 
lower than the “list” price. 

4. A trade-in allowance cannot be 
counted against the down payment re- 
quired under the regulation except to 
the extent that it reflects a bona fide 
trade-in or exchange of property. The 
regulation does not prevent a regis- 
trant from giving rebates or dis- 
counts, or from calling them anything 
he may like; but no matter what he 
may choose to call them for his own 
purposes, they obviously cannot take 
the place of the down payment re- 
quired by the regulation and cannot 
excuse the registrant from the re- 
quirement that he actually obtain the 
required down payment. 


5. Under Section 8 (a) of the regu- 
lation the registrant is required in any 
given case to keep such records as are 
relevant to establishing that his treat- 
ment of an allowance as a trade-in or 
exchange in payment or part payment 
of the required down payment is in 
conformity with the requirements of 
the regulation. 


e 4 e 


Tax Modification 


The Senate has voted 41 to 28 to 
modify an earlier tax decision by the 
Senate Finance Committee, through 
requiring the exemption, as reserves to 
meet bad debts, of at least 10 percent 
of the deposits or accounts of savings 
and loan associations and mutual sav- 
ings banks. 

Last August, the Finance committee 
voted to apply the corporation taxes to 
the hitherto exempt mutual savings 
banks, savings and loan associations 
and cooperatives with more than 
$100,000 in assets. 

Modification of the tax proposal 
came after protests from some state 
superintendents of banks and from the 
Home Loan Bank Board. 

Senator Robert C. Hendrickson (R., 
N.J.) led the fight to modify the 
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FD) has specialized for 60 


years in meeting the bonding 
and insurance needs of banks 
and other financial institutions, 
and makes its services readily 
available to them through more 
than 9,000 experienced local 
representatives. 


Bankers and Brokers Blanket Bonds 
Savings and Loan Blanket Bonds 
Court and Fiduciary Bonds 
Lost Securities Bonds 
Burglary, Robbery, and Forgery Insurance 
Safe Depository Liability Insurance 
Safe Deposit Box Burglary & Robbery Insurance 
Valuable Papers Insurance 
Securities Insurance 


Glass Insurance 
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Founded 1890-Baltimore, Md. 
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Finance Committee’s tax proposals re- 
garding mutual savings banks and 
other savings institutions of a similar 
nature. 

William K. Divers, chairman of the 
Home Loan Bank Board, wrote Mr. 
Hendrickson asserting that the orig- 
inal tax proposal would have an ad- 
verse effect upon the 30,000,000 savers 
who make deposits in mutual savings 
banks, loan associations, etc. 

Senator Spessard Holland (D., Fla.) 
in a Senate speech said that based on 
information he had received he was 
“convinced that the consequences of 
Section 313, if enacted, are likely to be 
far-reaching and demoralizing from 
the standpoint of conflict with state 
statutes governing the operations of 
state-chartered savings institutions.” 

Furthermore, Mr. Holland argued, 
such a law would impair the reserves 
of such investing institutions and re- 
duce the percentage of interest paid 
to depositors. 

William A. Lyon, New York Super- 
intendent of Banks, wrote Senator 
Walter F. George (D., Ga.), chairman 
of the Finance Committee: “The most 
disturbing aspect of the tax for our 
New York State mutual thrift and 
home-financing institutions is that it 
would upset the long-standing safe- 
guards which New York State has 
maintained for the protection of the 
public’s funds. 

“The legislature of this state real- 
ized a good many years ago that it was 
necessary to be specific about holding 
back of earnings by the mutual bank- 
ing organizations.” 

The Kansas Superintendent of 
Banks wrote Senator Frank Carlson 
(R., Kans.) that savings and loan as- 
sociations would be adversely affected 
by the tax proposal. 

“Institutions of this character, 
being in a home mortgage lending 
operation, must of necessity build re- 
serves against future losses,” he main- 
tained. “Our state statute provides 
that not less than 5 percent of net 
earnings each year must be placed in 
reserve-for-losses fund, until the re- 
serve for losses has reached 5 percent 
of share capital.” 


e e e 


Mortgage Rate Problem 


Officials of the Veterans Adminis- 
tration and the Federal Housing Ad- 
ministration indicate that there may 
be a continued shortage of mortgage 
money in 1952 due to relatively un- 
attractive interest rates. 

However, Raymond M. Foley, head 
of the Housing and Home Finance 
Agency, did hold out hope at the San 
Francisco meeting of the Mortgage 
Bankers Association of America that 
interest rates on insured or guaran- 
teed home loans might be increased. 
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They could be boosted to 414 percent 
on VA’s and 5 percent on FHA’s with- 
out changing the laws. 

It should also be noted, though, that 
Secretary of the Treasury John W. 
Snyder has previously objected to any 
proposal to raise the cost of money for 
veterans, and again believes that such 
a step may spur further demands for a 
rise in the cost of servicing the debt. 

Mr. Foley further stated at the 
MBA convention that if mortgage 
money should become as plentiful in 
1952 as it was in 1950, making possible 
the building of more houses than 
might be “safe” in view of the threat 
of inflation and the needs of defense, 
“some more direct use of allocations 
authorities will probably have to be 
employed.” 

Already, the Defense Production 
Administration is heavily cutting into 
the amount of critical materials which 
can be used for the civilian economy 
and Manly Fleishchmann, DPA ad- 
ministrator, has warned that the pinch 
will become even greater in 1952. 

Meanwhile, private builders are 
sounding out Congress on a so-called 
“lay-away plan” for low-income fam- 
ilies who cannot afford new homes be- 
cause of big down payments required 
by law. 

The National Association of Home 
Builders offered the scheme as one 
way to provide more low-cost private 
housing and stimulate the home mar- 
ket, which is having a rocky time due 
to government restrictions on mort- 
gage credit. 

The Association plan would permit 
the buyer to pay off the remaining half 
of his down-payment over a 30-month 
period. A family, for example, could 
put $350 down on a $7,000 house and 
pay $30 to $40 a month in rent for the 
next 214 years, which would be applied 
toward the down-payment—principal 
and interest. 

Meanwhile, the Board of Governors 
of the Federal Reserve System and the 
Housing and Home Finance Agency 
adopted new regulations governing 
housing credit after President Tru- 
man signed the defense housing act. 

The act provides that with respect 
to VA home loans, where the sales 
price does not exceed $7,000, the down 
payment shall not exceed 4 percent; 
where the sales price does not exceed 
$10,000, the down payment shall not 
exceed 6 percent; and where the sales 
price does not exceed $12,000, the down 
payment shall not exceed 8 percent. 

With respect to other home loans 
(conventional and FHA-insured) the 
act provides that no more than 10 per- 
cent down payment shall be required 
where the transaction does not exceed 
$7,000 ; no more than 15 percent where 
the transaction price does not exceed 
$10,000; and no more than 20 percent 
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WHEN HOLLYWOOD AND VINE 
WAS AN ORANGE GROVE... 





In 1913...when De Mille and Lasky 
filmed “The Squaw Man” in a Vine Street 
barn... we were already serving as Los 
Angeles Correspondent for out-of-town 


banks. 


There wasn’t much fo do; demand for ‘7//! 
bank correspondent service in Southern | 
California was light—as light as the de- 
mand for Hollywood “flickers.” 


But today, Hollywood is a world capital iit 
of entertainment, films, radio and tele. === 
vision—known to everyone, everywhere. 


AND-—Security-First National is a banking Si 

organization of 133 Offices and Branches 

... located from mid-California to the 

Yp Mexican border... providing complete, 
experienced correspondent service for 

banks in all sections of the United States 

and overseas. 


We welcome the opportunity to act as 
your Pacific Coast Correspondent. Address 
inquiries: Banks and Bankers Department. 


RESOURCES OVER 1'2 BILLION DOLLARS 


MANAGING COMMITTEE 


George M. Wallace, Chairman 
Chairman Board of Directors 


James E. Shelton Chester A. Rude 
President Chairman Executive Committee 


L. W. Craig C. T. Wienke 
Vice-President Vice-President 


SECURITY- FIRST NATIONAL BANK 


OF LOS ANGELES 





Member Federal Deposit Insurance Corporation ¢ Member Federal Reserve System 
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Few gifts are more personal than an Esterbrook 444— 
and none is more welcome. ‘‘Ink-Locked”’ base holds 40 
times more ink than regular fountain pen desk sets. In 
addition, you can individualize each set with the right 
point for the way each one writes. World’s largest variety 
of point styles to choose from. All points instantly 
renewable in case of damage. 
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AMERICA’S PEN NAME SINCE 1858 
The Esterbrook Pen Company, Camden 1, New Jersey 
The Esterbrook Pen Company of Canado, Lid., 92 Fleet St., East; Toronto, Ontario 
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where the transaction price does not 
exceed $12,000. 

The Act further provides that credit 
restrictions shall not require the term 
or maturity of any loan on housing up 
to $12,000 to be less than 25 years. 

Under previous regulations, the 
maximum maturity was 20 years for 
housing priced at more than $7,000, 
except for hardship cases under VA 


| loans. 


e e oe 


Merger Measure 

Legislation has been introduced to 
facilitate bank mergers. A bill drawn 
up by Comptroller of the Currency 
Preston Delano proposes to revise the 
status of stockholders who object to 
the merger of their banks, state or 


| national, into absorbing national 


banks. 

The Delano legislation proposes a 
code of rules to govern future merger 
transactions and to determine the 
“appraised value” of shares. 

It also provides that the majority 
of both boards of directors of the 
merging banks must approve; that the 
agreement must be ratified by holders 
of two-thirds of the stock of the merg- 
ing bank after four weeks’ notice by 
publication in a local newspaper. 

Under the law the value of the 
shares shall be ascertained as of the 
date of the meetings of the share- 
holders of the association or state 


| bank approving the merger, by an ap- 





praisal made by a committee of three 
persons composed of: 

1. One selected by the vote of the 
holders of a majority of the stock, the 
owners of which are entitled to pay- 
ment in cash. 

2. One selected by directors of the 
receiving association. 

3. One selected by the two so se- 
lected. 

The measure provides that the 
“valuation agreed upon by any two 
or three appraisers shall govern.” 
Appeals from the appraisers’ valuation 
may be taken to the comptroller for 
review. 


e & * 


Another Billion 

The House Banking and Currency 
Committee unanimously approved a 
bill to expand the lending authority of 
the Export-Import Bank of Washing- 
ton by $1,000,000,000. Approval by the 
Senate is predicted and final passage 


| before adjournment of the first ses- 





sion of the 82nd Congress is believed 
a certainty. 

The present lending scope of the 
bank is $3,500,000,000. The bill would 
not only increase that to $4,500,000,- 
000, but would extend the life of the 
institution, now scheduled to expire 
in 1953, for an additional five years. 


Burroughs Clearing House 
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HE PERSONALITY SPOTLIGHT 











Horace C. Flanigan, known to friends 
and associates as “Hap,” is the new 
boss of Manufacturers Trust Company, 
New York City, immediately succeed- 
ing Henry C. Von Elm as president 
and in a sense stepping into the shoes 
of his friend Harvey Gibson who ran 





H. C. FLANIGAN 


Tops at Manufacturers Trust 


the bank before his untimely death. 
Mr. Von Elm was named honorary 
chairman of the board after having 
served the bank for 48 years and he 
will continue as a director. 

President Flanigan is ruddy-cheeked, 
warm, courteous, and widely-recog- 
nized as a “regular guy.” At 61 years 
of age, he is a vigorous and optimistic 
man who loves such mild sports as golf 
and hunting. He is well-liked in New 
York because he never forgets anyone 
who has done him a favor and he is 
equally appreciative of people who 
reciprocate. He likes people instinc- 
tively or he is unimpressed by them, a 
trait he acquired at the age of 15 when 
he interrupted schooling for a year to 
work at odd jobs, including mining, in 
Nevada. His large circle of friends in 
New York and throughout the country 
stand him in good stead as the new boss 
of one of the nation’s big billion dollar 
banks. 

An engineer by profession, “Hap” 
graduated from Cornell University and 
then did work at the Technical Univer- 
sity in Munich, Germany, shortly be- 
fore the outbreak of the first World 
War. His association with Manufac- 
turers Trust goes back to 1931, when 
he met Harvey Gibson in Florida. He 
accepted the invitation to join the in- 
stitution and soon became a vice-presi- 
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dent, and also a director. However, it 
was not until 1947 that he was elected 
vice-chairman of the board and finally 
chairman in 1950. 


e 


An accompanying picture shows the 
top management quintet of the largest 
bank between Chicago and the West 
Coast, the $600,000,000 Mercantile 
Trust Company in St. Louis, which 
opened for business September 4 fol- 
lowing merger of the Mercantile- 
Commerce Bank & Trust Company 
with Mississippi Valley Trust Com- 
pany. 

The consolidated bank now has be- 
tween 1,300 and 1,400 employees and 
serves well over 150,000 customers. All 
business is concentrated in the form- 
er Mercantile-Commerce quarters. 

The five top officers are Sidney 
Maestre, chairman of the board; W. L. 
Hemingway, chairman of the executive 
committee; Gale F. Johnston, presi- 
dent; Eugene J. Mudd and Hord 
Hardin, executive vice-presidents. 


Sd 


Following 61 years of service to bank- 
ing in Green Bay, Wisconsin’s oldest 
bank executive has partially loosened 
his directing reins as head of the Kel- 
logg-Citizens National Bank. 

John Rose, 78, has become chairman 
of the board and his son, John M. Rose, 
36, has succeeded him as president. The 
senior member of this noteworthy man- 
agement team has been Kellogg-Citi- 











Team of Rose & Rose 


zens’ only president since it was formed 
by consolidation in 1926, and the bal- 
ance of his long career was with the 
predecessor Kellogg National Bank. In 
excellent health, Mr. Rose will continue 
to assist in the bank’s direction and 
policy making. He has long served as 
chairman of the Wisconsin State Bank 
Board of Review. 

The new president joined the bank 
as a permanent employee in 1940, and 
has been closely associated with his 
father in the banks management since 
rising to the rank of vice-president a 
couple of years ago. 


e 


Indicative of the bank’s growth and 
increasing executive responsibilities is 
the recent action taken by the board of 
The Anglo California National Bank of 
San Francisco in advancing three top 
officers to new duties. Allard A. 


$600,000,000 merger brings together strong management quintet 


Executives of Mercantile Trust Company, St. Louis, left to right: Gale F. Johnston, 
W. L. Hemingway, Hord Hardin, Sidney Maestre, Eugene J. Mudd 

















Calkins has been advanced from presi- 
dent to the newly created office of 
chairman of the board. At the same 
time Paul E. Hoover, previously vice- 
president, was named president, and 
Paul B. Kelly promoted from vice- 
president to first vice-president. 

Mr. Calkins will continue as the 
bank’s chief executive. He was elected 
a director of Anglo Bank in 1938 and in 
1940 was appointed first vice-president. 
In 1946 he succeeded the late William 
H. Thomson as president. During Mr. 
Calkins’ administration the bank has 
expanded and now operates 32 bank- 











ing offices in 


Northern 


and Central 


ALLARD A. CALKINS 
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In Kansas City, 
It’s City National 














Loaning Activities Easier 


wee 2) 


City National Services 


1. Help with Excess Loans . . . City National will 
assist you in making loans of all kinds. In many 
instances we have participated in loans too large 
for a correspondent bank’s legal limit or have 
arranged banking syndicates to handle loans of 
many millions of dollars. For help with large 
agricultural or industrial loans, consult City 
National . . . with the assurance that we want 
only the part of the loan that cannot be handled 
by your bank. 


2. Counse! on Current Practices in Financing ... 
Our experienced officer personnel includes ex- 
perts on personal and customer loans, who will 
gladly consult with you about your loan problems. 


Make City National your correspondent, and 
start enjoying our years-ahead facilities and 


friendly, helpful service. 


CHI NATIONAL 


Bank E Sut Company 











Kansas City 10, Mo. 
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PAUL E. HOOVER 
Elevated at “Anglo Cal’ 


California. He is a past president of 
the San Francisco Clearing House As- 
sociation and chairman of the San 
Francisco Army Advisory Committee. 

Mr. Hoover joined the Anglo Bank 
as a vice-president in 1933, after serv- 
ing as a national bank examiner and 
a bank executive in the Middle West. 
He became an Anglo director in 1938 
and has special- 
ized on loan poli- 
cies and manage- 
ment problems. 
He is currently 
chairman of the 
Twelfth Federal 
Reserve District 
Commercial 
Banking Volun- 
tary Credit Re- 
straint Commit- 
tee. 

Mr. Kelly 
joined the bank 
in 1923 and in 1933 became vice-presi- 
dent in charge of investment activities. 
In 1945 he was appointed a director, 
and in addition to his investment duties 
has been active in the loan, trust, per- 
sonnel and organizational work of the 
bank. 


P. B. KELLY 


Retirement has come to a long-time 
Minneapolis banker, Clarence E. Hill, 
board chairman of 
the Northwestern 
National Bank 
since 1945. He has 
been active in local 
banking circles for 
46 vears, and had a 
great many other 
interests as evi- 
denced by his mem- 
bership in 72 differ- 
ent organizations 
ranging from the 
Society. of Amateur Chefs and Ducks 
Unlimited to the Minnesota State Art 
Society. He has also been extremely in- 
terested in international economic and 





C. E. HILL 
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social conditions, and has made several 
trips abroad to obtain first hand infor- 
mation. 


> 


Ralph C. Brown, vice-president of 
the Willard (Ohio) United Bank since 
it was formed after the banking holiday 
of 1933, has been elected president to 
succeed John E. Wise, now head of 
the Citizens National Bank of Norwalk 
(Ohio). Cashier John Wallace has been 
named executive vice-president, and 
J. E. Ruth moved up to the cashier 
post. 


* 


Promotions and added responsibili- 
ties in the high command of the Bank 
of America highlighted the September 
meeting of its board of directors. 

S. C. Beise, formerly executive vice- 
president, was advanced to senior vice- 
president. Mr. Beise, who is also chair- 
man of the bank’s managing committee 
and coordinator of administration, now 
becomes second in command under 
President L. M. Giannini in administra- 
tive activities. 

Jesse W. Tapp, formerly vice-presi- 
dent in the field of loans and invest- 
ment, was promoted to executive vice- 
president. Both Mr. Tapp and Russell 


Important B. of A. promotions 


S. C. BEISE 
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Why svces 


Among the ancients, bronze was the 
most enduring of metals . . . immune to 
rust and decay, fire and water, sword 
and spear .. . indicative of permanence, 
security, dignity. 

For a bank, bronze doors have always 
been good advertising . . . suggest to 


depositors stability of the bank and the 
security of their accounts. 


For thirty years, the meter stamp has 
been the bronze doors of bank mail... 
indicative of efficient and economical 
operation, of absolute protection for the 
bank’s funds... And more than 5,000 
banks do their mailing with postage meters. 

The DM, the desk model postage 
meter, little larger than a phone... now 
gives even the smallest bank the prestige 
and protection, the economy and 
convenience of metered mail. 





a bank 
have bronze doors? 


® A DM protects your postage at all 
times from misuse, damage, loss . . . does 
its own accounting automatically, shows 
postage used and on hand on visible 
registers. 


It prints postage, for any kind of mail, 
directly on the envelope—with a dated 
postmark and your own small 
advertisement. Supplies postage on special 
tape for bulky parcels, registered mail, etc. 


’ The DM has a moistener for sealing 
envelope flaps . . . saves time and effort 
in getting out the mail... And anybody 
can learn to use the DM in a matter 

2 of minutes. 

A ~2 There’s a postage meter model 
NS for any bank, large or small. 
a Ask the nearest Pitney- 
/./ Bowes office to show you 

—or send the coupon for 
a; \ free illustrated booklet. 








= PITNEY-BOWES 


‘) Postage 
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PITNEY-BowEs, Inc. 
3113 Pacific St., Stamford, Conn. 
Please send free booklet on the DM. 
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Offices in 93 cities in 
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G. Smith, executive vice-president in 
charge of international banking activi- 
ties, were also appointed to the general 
executive committee of the bank. 
H. M. Bardt, vice-president and senior 
trust officer, was added to the manag- 
ing committee and appointed a mem- 
ber of the advisory council of the board 
of directors. 

Mr. Beise has served Bank of Ameri- 
ca as an administrative officer and as 
an expert in loans, investments and 
operations since 1936. He was active 
as a banker in Minnesota and Michi- 
gan, and later as a national bank ex- 
miner, before coming to California. 





Mr. Tapp is nationally recognized as 
a specialist in agricultural economics 
and has rendered distinguished service 
in this field not only to the bank but 
also to the Federal Government dur- 
ing times of war and national emer- 
gency. At present, in addition to his 
duties with Bank of America, he is 
serving as special adviser to Economic 
Stabilizer Eric A. Johnston on the 
stabilization of agricultural prices. 


+ 
After 10 years of development work, 


Jethro Mitchell, a real estate appraiser 
for Central Trust Company in Cincin- 
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It’s a golf bag! 


nati, has perfected and patented a new- 
type golf bag that is a radical departure 
from the conventional variety. It was 
recently publicized in one of the local 
dailies, the “Cincinnati Enquirer.” The 
clubs are fastened to the bag by clips, 
and are carried with their heads down 
to afford better protection. The bag 
stands upright without support, and 
can be equipped with wheels if desired. 
Another feature is that the ball com- 
partment is at the very top of the bag 
for easy access. “Other compartments 
are available for carrying shoes, rain- 
coat, cigars and even a bottle,” Mr. 
Mitchell explains, and he adds: “For 
those nuts who will play golf in rain 
there is a plastic cover which fits over 
the entire bag.” 

Inventing is Mr. Mitchell’s hobby, 
and he admits to “making a little mon- 
ey” out of an overhead door he devised 
some years ago. He also fashioned a 
combination merry-go-round and tee- 
ter-totter for his daughters which 
didn’t net him a fortune, but was a big 
hit in the neighborhood. 


* 


Belford G. Brown, who has been with 
The San Francisco Bank in California 
for the past 18 
years, has been pro- 
moted from assist- 
ant vice-president 
to vice-president 
and assigned to new 
duties. He has been 
active in many civic 
duties and served as 
president of the San 
Francisco Junior 
Chamber of Commerce in 1945. 





B. G. BROWN 


+ 


A new addition to the ranks of vice- 
presidents at National City Bank of 
New York results from the promotion 
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of Robert S. Emison. An officer since 
1935, Mr. Emison for five years was in 
charge of the City Bank Farmers 
Branch, and is now with the domestic 
branch administration. 


® 


of New 
the promotion 


Guaranty Trust Company 
York has announced 
of H. Livingston 
Schwartz, Jr., to 
vice-president. With 
the bank since 1934, 
he has served chief- 
ly as an officer of 
the banking depart- 
ment at the main 
office, first as assist- 
ant treasurer and 
since 1947 as sec- 
ond vice-president, 
in the district that 
embraces the bank’s relationships in 
the states of New York, New Jersey, 
Pennsylvania, Maryland, Delaware, and 
the District of Columbia. 


H. SCHWARTZ, Jr. 


* 


A well-known authority in all peaees | 
of the cotton business, C. C. Smith, has 
been added to the 
staff of the Nation- 
al Bank of Com- 
merce in Memphis, 
as a vice-president 


in the cotton de- 
partment. He wz-s 
at one time in 


charge of liquidat- 
ing some 12,000,000 
bales of cotton for 
Cc. C. SMITH the Commodity 
Credit Corporation, 
and handled this through nomal trade 
channels at a profit without disturbing 
the market. Since 1947 he has been 
executive assistant with the Staple Cot- 
ton Association of Greenwood, Missis- 
sippi. 
* 


Formerly vice-president and comp- 
troller, Richard H. Leslie has been ad- 
vanced to vice-pres- 
ident and treasurer 
by Bank of the 
Manhattan Com- 


pany, New York 
City. Charles A. 
Agemian, assistant 


vice - president, has 
been elevated to 
comptroller. Both 
men have been as- 
sociated with the 
accounting and op- 
erational activities of the bank. 


R. H. LESLIE 


¢ 
When A. R. (Andy) Munger was 
elected president of the Seattle-Frist 
National Bank not long ago, smiles 
crossed the seasoned features of some 
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atser-“fnrazer solves 
coal stockpile problems 


At its Willow Run, Michigan fac- 
tory, Kaiser-Frazer Corporation has 
been using a LeTourneaurubber-tired 
Tournadozer over two years on coal 
handling. According to Maintenance 
and Equipment Supt. C. P. Olsen, the 
Tournadozer has been 96% efficient 
over approximately 4350 hours of 
operation. He adds, “It’s entirely re- 
liable . . . and is of exceptional im- 
portance to our day-to-day job.” 


Assures steady plant operation 


Tournadozer feeds coal from stock- 
pile to conveyor for power house 
bunkers, easily delivers 300 tons per 
shift ... all the conveyor can handle. 
On stockpiling, the rubber-tired Do- 
zer moves up to 120 tons of coal per 
hour from rail car unloading station 
about 300’ to storage pile. 


Thus, Tournadozer easily keeps ahead 
of stockpiling and hopper require- 
ments, assures steady operation of 
the giant Willow Run power plant. 
Kaiser-Frazer Corporation often uses 

















c.OUsNEAY 





its 180 h.p. Tournadozer with a Le- 
Tourneau 15-yard Carryall Scraper to 
load, haul and spread on the stock- 
pile, and level scrap disposal areas. 
Other Tournadozer spare-time jobs 
include: building parking lots and 
roads ... leveling dumps . . . plow- 
ing snow during winter. 


Because the Tournadozer travels to 
19 m.p.h. on rubber tires, it handles 
many of these extra jobs after hand- 
ling hopper requirements. It can be 
driven anywhere on or off pavement 
« « « runs a mile through traffic in 
only a few minutes. 


Tournadozer can show similar savings 
for your stockpiling clients. Because 
this method does not involve fixed 
structures or specialized equipment 
it is a safe investment and a better 
financing risk. Tournadozer is ready 
to rent or sell anytime, has a 
quick resale mar- 
ket, is, the fastest 
and most ad- 
vanced dozer on 
the market. 









weer? 


Fast speeds forward and 
reverse, 4-wheel drive on 


rubber, non-stop speed se- 
léction, make Tournadozer 
2 to 3 times more produc- 
tive than crawlers. 


ali] R. G. LeTOURNEAU, Inc. 


. Peoria, Illinois 


Tournadozer 
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of the old-timers at the United States 
National Bank in Portland. “The U.S. 


National,” said President Ed Sam- 
mons, “ is getting to be more and more 
like Virginia—the ‘mother of presi- 
dents.’ ” 

For Mr. Munger is only the most 
recent instance of the Portland bank’s 
faculty for turning out presidents for 
other banks. He was in the U.S. Na- 
tional’s credit and collection depart- 
ments and attained the rank of assis- 
tant cashier before he went to Seattle. 

The list of U.S. National “alumni” 
who have become bank presidents in- 
cludes: H. R. Gaither, Pacific National 


Bank of San Francisco; Hugh C. Gru- 
well, First National Bank of Arizona, 
Phoenix; P. A. Johnson, Bank of Fair- 
banks (Alaska) ; P. A. Strack, formerly 
president and now chairman of the 
executive committee, Peoples National 
Bank of Seattle; Carvel C. Linden, 
formerly president of The Second Na- 
tional Bank of Paterson (New Jersey), 
now returned to the U.S. National as 
vice-president and senior loan officer; 
and George Schmitt (deceased), former 
president of The First National Trust 
and Savings Bank of San Diego (Cali- 
fornia). 

Asked why they left the mother bank, 








THE KERR CHANGEPOINT STORY: 


Your Best Bet 
In a Counter Set! 





Bankers for years have stand- 
ardized on Kerr Changepoint 
Fountain Pens and Perpetual 
Calendars and have come out 
ahead. Yes . . . the dependable 
service and attractive appear- 
ance of Kerr Counter sets please 
bank customers and _ bankers. 
You serve your customers most 
at the counter—serve them bet- 
ter with Kerr Counter Pens and 
Calendars. 


Other designs in Bronze, Chrome or Aluminum: 


W.K. KERR PEN COMPANY, Tulsa 10, Oklahoma 


Single or Double Face. 


Write for Illustrations and Prices 











probably the first answer any one of 
the men named would give is the rest- 
lessness of ambition. One might re 
mark that the reason they didn’t be 
come presidents of the U.S. National 
is that, while this bank has many vice- 
presidents, it has had few presidents. 
They came up through the ranks, too: 
J. C. Ainsworth, Paul S. Dick, E. C. 
Sammons. 
* 


Formerly a vice-president of New 
York Trust Company, Thomas Hildt, 
Jr., has joined the 
United States Na- 
tional Bank of Den- 
ver as a vice-presi- 
dent. Aside from 
wartime service he 
had been with the 
Manhattan institu- 
tion since 1936 and 
has had extensive 
experience in com- 
mercial banking, 











T. HILDT, JR. 


| correspondent bank 


relationships, and loans. In connection 
with his banking duties he has traveled 
widely in the southeastern states. 


* 


William D. Carr has joined Chemical 
Bank & Trust Company, New York 
City, as a vice-president and will par- 
ticipate in the development and man- 
agement of the bank’s corporate trust 
business. He was-formerly a partner in 
a local legal firm. 


2 


At the annual meeting last month of 
the Insurance Advertising Conference, 
consisting primari- 
ly of promotional 
officials in the fire, 
casualty and surety 
companies, the fol- 
lowing new officers 
were elected: presi- 
dent, W. H. Riley, 
in charge of adver- 
tising, American 
Surety Company, 





W. H. RILEY 
New York City; vice-president, Ralph 


C. Blatchford, 
The Employer’s Liability Assurance 
Corporation, Boston; secretary and 
treasurer, M. V. Carlier, assistant sec- 
retary, Northern Assurance Company 
Ltd., New York City. 


advertising manager, 


e 


The First National Bank in Fort 
Lauderdale, Florida, has established a 
new trust department under the super- 
vision of Harold F. Pelham, who has 
been made vice-president and trust of- 
ficer. He served for many years in a 
similar capacity with the Citizens and 
Southern National Bank in Atlanta, 
Savannah, and Charleston, South Caro- 


Burroughs Clearing House 











Oetob. 











n 



















In Detroit . . . Industrial National Bank re- 
ports excellent results from its new Burroughs 
bank bookkeeping machines because of “easy 
key and motor bar depression—new form 
guide arrangement—error correction feature 
— new balance printing —adding machine fea- 
ture—and simplicity of operation.” 















In Roanoke... The First National Exchange 
Bank operates 12 new Burroughs bank book- 
keeping machines and likes the way the 
machine’s features have reduced the work 
load in spite of a growing volume of book- 
keeping operations. This bank especially 
commends the fine service it has received from 


the local Burroughs branch. 


In Omaha... the First National Bank credits 
new Burroughs bank bookkeeping machines 
with a 20 per cent reduction in posting time, 
and reports enthusiastic operator acceptance 
of the new machines. The bank states that the 
machine’s features “have assured a smoother, 
easier, and more accurate operation in our 
bookkeeping department.” 
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Canada’s “Frontiers” 


Go Miles Underground 


Billions of new Canadian wealth are now tapped far 
below ground—titanium in Quebec—iron in Labrador 
and Ontario—copper and nickel in Ontario and 
Manitoba—lead and zinc in British Columbia— 


oil in Western Canada. 


If you are interested in current Canadian developments, 
write for our monthly Commercial 


Letter. With 600 branches throughout 


Canada we can also provide 
dependable information 

on the products, markets 
and opportunities which 
Canada offers to U. S. 
businessmen. 

These facilities are at the 
disposal of American banks 


in behalf of their customers. 





The Canadian Bank 


of Com MEPrCce uean orrice: TORONTO 


New York « San Francisco « Los Angeles « Seattle « Portland, Ore. 
and nearly 600 Canadian branches 
The Bank does not advise on the merits of oil or mining securities. 











Creating A 
Landmark 


Each dial is 3 stories high on 
the Metropolitan Life Insur- 
ance Company's 4-faced tower 
clock, one of the largest in the 
world. Synchronized hourly 
with the Naval Observatory, 
this is another of the famous 
“landmark” clocks created to 
insure accurate time for all 
time by the 


SELF WINDING CLOCK Co. 


Manufacturers of Standard and Specially Designed 
Clocks and Clock Systems 


205 Willoughby Ave. Brooklyn 5, N. Y. 
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The Bank Wire into our 
Richmond main office is 
_“extended”’ by interoffice 
teletype to our 5 other 
cities. For speed un- 
equaled in Virginia, 
send your 

Virginia items to 

The Bank of Virginia! 








RICHMOND NEWPORT 


| ROANOKE 
| PETERSBURG NEWS 
NORFOLK 
PORTSMOUTH 


Member Federal Deposit Insurance Corporation 














lina. He has also been an executive oi 
E. W. Axe and Co., investment coui- 
selors. 

Alwen Neuharth, 
president, has been designated as as- 
sistant trust officer. 


executive vice- 


° 


An addition to the vice-presidential 
ranks at Security-First National Bank 
of Los Angeles is 
Russell T. Adams, 
formerly an assist- 
ant vice-president 
at the head office 
central loan depart- 
ment. Mitchell F. 
Blair has been ad- 
vanced to assistant 
vice-president at the 
Pasadena branch. 











R. T. ADAMS 
* 


Ralph W. Crum has joined The First 
National Bank of Miami (Florida) as 
a vice-president. He formerly held a 
similar post with the National State 
Bank, Newark, New Jersey, following 
its purchase of the United States Trust 
Company which he headed as president 
for 11 years. 

° 


Edward C. Boyer, formerly an official 


of The National Bank of Commerce 
in New Orleans, 
and a leader in 


banking activities 
for many years, has 
been elected a vice- 
president of Guar- 
anty Bank & Trust 
Company of Alex- 
andria (Louisiana) 
and will have su- 
pervision of the 
bank’s correspond- 
ent bank division. 
Mr. Boyer is a former president of the 
New Orleans Chapter of the American 
Institute of Banking, and served on the 
National Executive Committee for four 
years. 


E. C. BOYER 


e 


There are now seven new assistant 
vice-presidents and ten additional as- 
sistant secretaries at Irving Trust Com- 
pany, following a series of promotions 
at that Manhattan institution. Named 
assistant vice-presidents are Frederick 
W. Baker, George A. Borger, Frank E. 
Conant, Haldan E. Connor, William F. 
Graff, George R. Leslie, Jr., and Edwin 
A. Schoenborn. 

The new assistant secretaries include 
R. S. Bell, W. Boresch, C. B. Brush, Jr., 
K. P. Heavey, N. W. Kimball, S. P. 
Pendias, S. G. Savory, J. E. Turner and 
C. E. Wilkinson. 


e 


Promotions at The First National 
Bank at Wilkinsburg, Pittsburgh, lave 
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Air mail your West Coast items to 
AMERICAN TRUST COMPANY 


San Francisco 


Many correspondents save time by routing all 


western items to this address... 


At this strategic location, our Day-and-Night 
Transit operation provides swift service. Our many 
offices and west-wide relationships offer unusual 


facilities for collection. 





AMERICAN 
TRUST 


COMPANY 
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RESOURCES 


Cash on Hand and in Banks $ 204,860,189.91 

U. S. Government Obligations 

State, County, and Municipal Bonds 

Other Bonds and Securities 

Stock in Federal Reserve Bank 

Loans and Discounts 

Bank Premises and Equipment 

Other Real Estate 1.00 

Customers’ Liability under Letters of 
Credit and Acceptances 

Accrued Interest Receivable and 
Other Assets 


Total Resources $1,075,992,293.28 





* 
Statement of Condition - June 30, 1951 
LIABILITIES 
Deposits $1,001,606,954.85 
288,186,521.29 Letters of Credit and Acceptances 12,085,374.63 
51,587,338.28 Reserve for Unearned Discount 4,356,649.83 
eee Reserve for Interest, Taxes, etc. 7,308,347.13 
0. Pee 
weak 2,260,599.54 
492,05 1,890.05 Other Liabilities 99.5 
Capital Stock 
9,622,107.42 

Preferred $ 5,816,600.00 

Common 12,438,660.00 

12,074,087.63 Surplus 22,116,160.00 

Undivided Profits 8,002,947.30 
5,366,565.31 48,374,367.30 
Total Liabilities $1,075,992,293.28 
United States Government and other securities carried at $153,453,016.36 are pledged to secure U. §. Government Deposits, other 

public funds, trust deposits, and for other purposes as required or permitted by law. 

* 
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CRED MASTER 


SHREDDING | 
MACHINES 
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SHRED paper, textiles, rubber, 
cellophane, aluminum, tin foil 
and other materials. 


Operates — Quietly — Cleanly — Safely. 
Little maintenance required. 

Shredding of confidential records im- 
portant to plant security. 

Shredding your paper and other ma- 
terials provides more resilient high qual- 
ity packing material — enables re-use of 
high cost materials for other purposes. 
SHREDMASTERS are selected and used 
by leading concerns and government 


agencies. 


Three models — 
for all 
requirements. 
Write for 
complete 
information. 






THE 


GHREDMASTER 


CORPORATION 


205 Willoughby Avenue, Bklyn. 5, N.Y. 





advanced Clyde C. McAllister from 
auditor to comptroller, Harry M. Chap- 
man to assistant cashier and assistant 
secretary, and Norman H. Sanderson 
to assistant cashier. 


e 


Brooks Hill Hollyfield, on the na- 
tional bank examiners staff of the 11th 
Federal Reserve 
District since 1947, 
has joined one of 
the oldest banks in 
Texas, the Groos 
National Bank of 
San Antonio, which 
was established as 
a private bank in 
1854. Mr. Holly- 
field has been 
named a vice-president. 





B. HOLLYFIELD 


e 


The foreign department at the Phila- 
delphia National Bank is now under 
the supervision of Vice-President T. 
Graydon Upton, who has had wide 
banking experience abroad as well as in 
the United States. His predecessor, 
Reuben B. Hall, has retired after 49 
years of service. 

. 


The lure of Florida has proved too 
strong for one of the south’s well- 








for banking service everywhere in Cuba 





@ BRANCHES 





This Bank offers complete facilities for the 
transaction of Cuban business through a vast 
network of Branches and correspondents in ‘ 


Habana—(6) 
Camagiiey 


all parts of the Country. 


Cienfuegos 
Holguin 

Morén 

Pinar del Rio 
Sancti Spiritus 
Santa Clara 
Santiago de Cuba 


OBISPO 257 e 
Resources exceed $100,000,000.00 


PROMPT COLLECTION SERVICE 


THE TRUST COMPANY 


OF CUBA 


Head Office 
HABANA, CUBA 
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known bankers. Roger W. Adams, 
vice-president and head of the corres- 
pondent bank department at The First 
National Bank of Cincinnati, has mi- 
grated to Sarasota where he is now 
executive vice-president of the Citizens 
Bank. 


5 


Burt R. Shurly, Jr., has joined The 
Detroit Bank as an assistant vice-pres 
ident in the com- 
mercial loan  de- 
partment. He form- 
erly was a_ vice- 
president of the In- 
dustrial National 
Bank—Detroit, hav- 
ing been associated 
with that institu- 
tion since 1935 with 
the exception of a 
period of military service. 








B. R. SHURLY, JR. 


4 


For a great many years Maurice L. 
Breidenthal, president of the Security 
National Bank of Kansas City (Kan- 
sas) has been the moving spirit in a 
drive to provide the community with a 
new hotel. The goal has finally been 
achieved, with the recent formal open- 
ing of the ultra-modern Town House. 
An oil portrait of Mr. Breidenthal now 
hangs in the lobby. 


. 


Increasing business with Mexico has 
prompted the Republic National Bank 
of Dallas to appoint 
John B. Glenn as a 
special representa- 
tive in Mexico City. 
He will work close- 
ly with Mexican 
banks having busi- 
ness in the United 
States, and_ also 
render service to 
Republic’s custom- 
ers whenever pos- 
sible. Mr. Glenn, 
president of John B. Glenn, S.A., and 
the Mexican Chamber of Commerce, 
was president of the former Pan Amer- 
ican Trust Company, New York City, 
now the American Trust Company. 





J. B. GLENN 


+ 


Two assistant secretaries, B. O. Bald- 
win and R. Graham Bosworth, have 
been elevated to assistant vice-presi- 
dents by the Industrial Trust Company, 
Providence, Rhode Island. Also named 
assistant vice-president is Clifford E. 
Marston, formerly assistant treasurer. 

° 


A new addition to the farm and dairy 
department of The First National Bank 
of Waco (Texas) is George Logan, ai) 
experienced agriculture and livestock 
expert, who has been named assistant 
vice-president. 
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CANADIAN BANKING 








Exhibition Display 

The Bank of Montreal maintained a 
booth at the Canadian National Ex- 
hibition, Toronto, August 24-Septem- 
ber 8, to bring to the attention of 
exhibition visitors the bank’s personal 
planning assistance. The booth was at- 
tractively laid out with two electrically 
rotating books displaying letters on 
the personal planning campaign, and 
comfortable seats to encourage discus- 
sions of some of the personal plan- 
ning problems of visitors. This was 
the second year that the Bank of 
Montreal has operated this booth. The 
first year 250,000 people stopped to 
look at the booth, 25,000 asked for in- 
formation on the campaign, and more 
than 5,000 sat down with the bank’s 
staff at the booth to discuss their do- 
mestic financial problems. The booth 
was situated in the “Design for Liv- 
ing’ section of the exhibition, where 
many people came to see modern 
homes, home planning and furnishings 
exhibits. 


@ e e 


Pioneer Banking 


Three bankers are conducting a 
banking business almost 400 miles dis- 
tant from the nearest town in a vast 
uninhabited area of northeastern Can- 
ada. Their customers are about 1,000 
men working on the construction of a 
railway and the opening up of a new 
mining field. Some day, in the not too 
distant future, there will be a small 
town, a railway terminus and a big 
mine where the Imperial Bank of Can- 
ada has opened its most isolated 
branch at Knob Lake, on the Quebec- 
Labrador border in northern Quebec. 

The new branch, a frame building, 
services the iron ore mining develop- 
ment jointly financed by Canadian and 
United States capital, Canadian min- 


By JAMES MONTAGNES 
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For Bank of Montreal, a personal kind of business 


ing interests and United States steel 
companies. At Knob Lake and its vi- 
cinity rich strikes of iron ore have 
been made in recent years, with 
enough ore uncovered or proven by 
diamond drilling to allow a minimum 
of 30 years of mining at a minimum 
of 10,000,000 tons a year. Over $200,- 
000,000 has been put into the venture, 
which includes building a 360 mile 
railway from Seven Islands on the 
north shore of the St. Lawrence River 
to Knob Lake through virgin forest 
and barren rock and _ lake-studded 
country. 


The Knob Lake branch of the Im- 
perial Bank of Canada, opened in July, 
is the second branch the bank has set 
up to accommodate the iron ore mining 
development. The first branch was 
opened in 1949 at Seven Islands. With 
construction now well underway on 
the railway and the mine, it was felt 


For Imperial Bank of Canada, a tiny branch (left) serves 


that the 1,000 men at the Knob Lake 
area would need some banking service, 
to send out money to their families, 
for savings, to cash cheques, and other 
banking services. And so in July, 
banking office furniture, a safe, bank- 
ing forms and books, cash and per- 
sonnel were flown from Seven Islands 
to Knob Lake. The bank is the first 
in this vast uninhabited area to do 
business with the men building up the 
area. Until the railway is completed, 
all banking transactions with the out- 
side world will be carried by air to 
Seven Islands. There is as yet no road, 
no telegraph, or telephone service be- 
tween Knob Lake and its nearest town, 
Seven Islands. 


This type of branch installation is 
not the first of its kind for the Im- 
perial Bank of Canada. It has pio- 
neered in other parts of Canada since 
it began business in 1875. Soon after 


isolated mining hamlet 
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it started in business at Toronto, the 
bank opened branches in western Can- 
ada as the first railway was built 
across the prairies. And early in this 
century, when gold and silver mines 
began to be developed in the virgin 
forests of northern Ontario and north- 
western Quebec, the Imperial Bank of 
Canada was the first to open branches 
in that area. 
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Five-Day Banking Week 
The difficulties involved in obtaining 
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when coins are wrapped in 
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Windows Show the Total Sal el r 
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tion of Contents —“‘give 
ease of visibility”. 





HIS famous, patented “’Steel-Strong’’ Coin 

Wrapper has imitators, but it cannot be 
duplicated. Only the precision machinery 
specially created by ‘’Steel-Strong”, to print 
and punch with perfect accuracy, gives you 
complete protection. No wonder “Steel- 
Strong” is the largest-selling window wrap- 
per in America! Wraps all coins from Ic to $1. 


Free Samples 


Write Today to Dept. B 


The C. L. DOWNEY Company 


HANNIBAL, MISSOURI 








and retaining capable staffs in urban 
centers is behind the appeal of Cana- 
dian banks for the necessary changes 
in banking legislation to allow a five- 
day banking week. Because the major- 
ity of Canadian business houses now 
close on Saturdays, Canadian banks 
have been losing trained staff members 
to other businesses and are having in- 
creasing difficulty in recruiting new 
personnel to work the 54%4-day week 
now required of all banks. 


The Canadian Bankers’ Association, 
of which all ten Canadian chartered 
banks are members by law, has asked 
a change in clause A of section 43 of 
the Canadian Bills of Exchange Act to 
make Saturday a non-juridical day 
the same as Sunday or statutory holi- 
days. The Canadian government is 
expected to bring this up before Par- 
liament this autumn. While the banks 
have presented a brief, pointing out 
the major reasons for this requested 
change to the Canadian Cabinet, there 
has been no indication that the amend- 
ment to the act will be passed by Par- 
liament. Until it is, Canadian banks 
will have to stay open Saturdays. 


Should the amendment be passed, 
it is understood, Canadian banks in 
urban areas will close on Saturdays, 
and in rural areas likely on some other 
weekday. About a year ago Canadian 
banks tried to ease the load for urban 
staffs by changing banking hours from 
9:30 to 12 o’clock, to9 tolla.m. This 
was expected to allow staff members to 
get away earlier and have a full half- 
day on Saturdays. But banking busi- 
ness in residential and neighborhood 
shopping areas has grown so great, 
that the staff situation today is no 
better than before. In downtown areas 
the business is much easier on Satur- 
days. In rural areas farmers like to 
come in town on Saturdays and do 
their banking, and in many rural areas 
banks already close half days during 
the week to fit into local by-laws which 
require most merchants to close half 


| y 
| days on Wednesdays or Thursdays. 
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The banks point out that of the 
42,000 bank employees, over 22,000 
are women, and that the annual salary 
bill comes to over $102,000,000 now. 
To add sufficient additional personne! 
to allow a staggered five-day week op- 
eration would add $17,000,000 to the 
payroll and would not solve the prob 
lem, since tellers and custodians 0! 
cash and securities could not be in- 
cluded because of technical difficulties. 
The banks also point out that a week- 
day holiday would not compensate for 
a two-day weekend for most of the 
staff. The banks also emphasize that 
the Ontario government has placed its 
staff on a five-day week, that the fed- 
eral government staff at Ottawa is on 
a five-day week during the summer 
months and that 87 per cent of the 
office workers in Toronto, 76 per cent 
in Montreal and 62 per cent in Van- 
couver, according to the Dominion 
Bureau of Statistics, are now on a 
five-day week. The satisfactory oper- 
ation of a five-day banking week in 
many parts of the United States is 
also pointed out by the banks. 


6 e e 


Personnel Changes 


A. C. Ashforth, general manager of 
the Dominion Bank, Toronto, has been 
elected a vice-president and director 
of the bank. 

C. Sydney Frost, general manager 
and director of the Bank of Nova 
Scotia, Toronto, has been elected vice- 
president of the bank. 

Edwin M. Henry has been appointed 
general manager of the Ottawa Valley 
Trust Company, Ottawa. 

Albert St. C. Nicol, second agent at 
the New York office of the Bank of 
Montreal since 1947, has been pro- 
moted to San Francisco agent, presi- 
dent and cashier of the Bank of Mon- 
treal (San Francisco). He succeeds 
Gerald T. Eaton 
who has retired 
on pension. Mr. 
Nicol has been 
with the Bank of 
Montreal for 35 
years, the first 
nine years at 
Fort William, 
Ont., and from 
1925 to 1943 at 
the bank’s Chi- 
cago office. In 
1943 he was 
moved to the New York office, and in 
1946 became manager of the-Chicago 
branch, from whence he moved back 
to New York in 1947. 

Percy H. Howarth, superintendent 
of the Ontario district of the Bank 
of Montreal for the past five years, 
has been appointed manager of the 
bank’s main Toronto branch. 














A. ST. C. NICOL 


Burroughs Clearing House 
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These booklets are available upon 

request, free of charge or obliga- 

tion, under an arrangement 

whereby the requests are re- 

ferred promptly to the producers. 

Simply address requests on bank 
or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











Audit Aid for Small and Moder- 
ate-Sized Banks . . . Adequate audit 
controls are an important aspect of 
bank operations and generally present 
no unusual problem for the larger 
bank which is able to employ at least 
one full-time auditor. The procedure 
outlined in this valuable manual offers 
a graphic and realistic approach to the 
audit problems of smaller banks lim- 
ited by budgetary and personnel con- 
siderations. Containing an excellent 
sample schedule of audit procedure for 
the small bank, the booklet is of in- 
terest to larger banks as well, for as- 
sisting in the requirements of their 
correspondents in the small or mod- 
erate-sized categories. 


How Commercial Banks Are Af- 
fected hy Federal Taxation... 
Under Federal taxation the rate of 
earnings on bank stockholders’ money 
is unfairly low despite the expanded 
services and risk assets which charac- 
terize banks today. This printed state- 
ment, which was presented before the 
Senate Finance Committee, throws 
considerable light upon the tax in- 
equities that block bank access to new 
capital and have led to discounted bank 
stock through low earning power. This 
timely booklet analyzes problems of 
immediate interest to every banker. 


Assignment of Claims Act of 
1940 ... A decade later. This book- 
let primarily discusses the legal posi- 
tion of the surety company issuing 
performance or payment bonds, as 
against a lending institution having 
an assignment of claims against the 
United States, in the event of default 
by a government contractor. The au- 
thor, Henry W. Nichols, general coun- 
se! of the National Surety Corpora- 
ticn, reviews a number of court 
decisions that have been rendered on 
the important point as to who has the 
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prior right to the unexpended balance 
of the contract price. All lenders and 
surety underwriters should have as 
clear a view as possible of their posi- 
tion under the Act of 1940, especially 
since we are engaged in another great 
defense effort, and Mr. Nichols’ paper 
is a distinct contribution toward such 
an understanding. 


Dividends, Year After Year... 
This interesting booklet lists 569 com- 
mon stocks which have paid dividends 
for the last 20 years or more. Separat- 
ed into tables covering the various 
market exchanges, the booklet cites for 
each of the issues listed the consecu- 
tive years in which a dividend has been 
paid, the approximate market price, 
the dividends paid in the last twelve 
months, and the percentage yield re- 
flected by the market price and divi- 
dends. In a brief foreword, the booklet 
points out some striking facts concern- 
ing the comparative yields of common 
stocks, preferred stocks and high 
grade bonds during the past twenty 
years. 


Most Usable Advertising Idea of 
the Year ... Offered through the ad- 
vertising agency of the United States 
National Bank in Omaha, this worth- 
while booklet shows the prize-winning 
newspaper advertising campaign used 
by the bank during the past year. The 
series features human interest photo- 
graphs and case history copy in edi- 
torial style. The booklet illustrates the 


A prize-winning campaign available 
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ads and explains how other banks may 
obtain the series, 26 ad mats each 2 
column by 5 inches, plus copy sugges- 
tions, for their own use. 


Crime Loss Control . . . This sub- 
stantial, 70-page publication points up 
the urgent need for an adequate in- 
ternal control system and_ physical 
safeguards against dishonesty and 
fraud. A major portion of the booklet 
is devoted to the fraud possibilities in- 
herent in various phases of business 
operation with detailed, diagrammatic 
methods for prevention. After treat- 
ing extensively the basic elements and 
application of internal fraud control, 
the booklet concludes with an interest- 
ing chapter on safeguards against 
burglaries, hold-ups, and thefts. 


The Mutual Fund in Retirement 
Plans . .. Inflation encourages in- 
creased use of selected common stocks 
in the pension portfolios of the approx- 
imately 13,000 companies that have 
qualified retirement plans. This book- 
let discusses the proper diversity for 
a balanced portfolio, the part that pre- 
ferred and common stocks can play, 
and the advantages of mutual fund 
shares. Tables show the results of an- 
nual investments of $10,000 and $50,- 
000 for 20 years, with dividends rein- 
vested, in a well-known mutual fund. 


Economic Aspects of North At- 
lantic Security . . . This fact-filled 
statement from the non-profit, non- 
political Committee for Economic De- 
velopment reexamines our national 
policy toward Western Europe, re- 
views the many factors underlying the 
problems of balanced security and 
mutual aid, and presents some recom- 
mendations on U. S. participation in 
the North Atlantic Treaty Organiza- 
tion. 


How to Step Up Production . . . 
and save manpower, too! A timely ex- 
planation by the Office Equipment 
Manufacturers Institute of the ways 
in which mechanization of clerical 
work can help to save vital man-hours 
in the mobilization program. 


Capital Investments in Foreign 
Countries . .. This fact-filled booklet 
reprinting an address, by a leading 
Swiss banker, discusses the position 
and condition of the somewhat unique 
economy of Switzerland in relation to 
the rest of the world. 
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“Yi You Cant See, You Dont Know 
What Youre Missing” 




















I} ts a home-run, youve 
missed a great hit. 


I} ith a shrike-out, maybe 
the game is over. 


Doing business in Florida isn't very different from doing business anywhere else, but it can be made 


easier for you when you ask any one of the 22 banks in THE FLORIDA NATIONAL GROUP to assist you. 


These 22 banks are so strategically located and intimately connected in each community they serve, 


that it is like having your representative "on the ground floor’. 


They have a "knothole view" of the score of events in Florida. 


Anyone of the banks listed below, will welcome the opportunity to have you as one of its customers. 
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FLORIDA NATIONAL BANK 


sf Jacksonville 


FLORIDA NATIONAL BANK 
& TRUST COMPANY 


at Miami 


FLORIDA BANK & 
TRUST COMPANY 


at Daytona Beach 


FLORIDA BANK 
at Chipley 


FLORIDA BANK 


at Bushnell 


FLORIDA BANK 
at Orland 


FLORIDA BANK 
at Port St. Joe 


FLORIDA NATIONAL BANK 
at Pensacola 


FLORIDA NATIONAL BANK 


at Ocala 


FLORIDA NATIONAL BANK 
at Belle Glade 


FLORIDA NATIONAL BANK 
at Lakeland 


FLORIDA NATIONAL BANK 
at Key West 


FLORIDA NATIONAL BANK 
at Bartow 


FLORIDA NATIONAL BANK 
at Coral Gables 


FLORIDA NATIONAL BANK 
at Fernandina 


FLORIDA NATIONAL GROUP 


FLORIDA NATIONAL BANK 
at St. Petersburg 


FLORIDA BANK 
at Madison 


FLORIDA BANK & 
TRUST COMPANY 


at West Paim Beach 


FLORIDA BANK 
at Gainesville 


FLORIDA BANK 
at Starke 


FLORIDA BANK 
at DeLand 


FLORIDA BANK 
at Fort Pierce 


MEMBERS FEDERAL DEPOSIT INSURANCE CORPORATION 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Apprisement of Forgery 

What type of notice shall be given a 
bank, and shall it be “timely” or 
“prompt,” when a depositor discovers 
his checks were forged, was a question 
which recently divided the Supreme 
Court of Pennsylvania in a four to 
three decision. 

A mother and stepfather went off on 
a three week holiday with a balance 
of $3,723 in their joint account. While 
they were away their son or step-son 
forged checks on the account in the 
amount of $2,700. After their return 
they made deposits aggregating $135 
in one month. When, on September 20, 
Mr. Johnson visited the bank for a 
statement of his account he expected 
it to be $3,853. When told by the clerk 
it was only $1,088 he said “I know I 
had more money than that” and “I 
say the money is misappropriated.” 
Upon returning home he examined the 
cancelled checks, sent for his step-son 
and greeted him with: “What do you 
mean by doing a thing of that kind.” 
The forger confessed and undertook 
to make restitution. In October Mr. 
Johnson inquired at the bank for his 
balance and upon being told there was 
none, went to the cashier and said 
“there’s $3,120 of my money gone, for 
what reason I don’t know.” In the first 
week of October the step-son forged 
two more checks. On November 16, 
only $40 having been paid back, John- 
son had his step-son arrested and sent 
to the penitentiary. Then he sued the 


bank for the amount of all of the 
forgeries. 
The lower Court, overruling the 


jury, held for the bank, on the ground 
that the plaintiffs had failed to give 
the bank prompt notice of the forg- 
eries and were thereby precluded from 
setting them up. But the majority of 
the Pennsylvania Supreme Court, re- 
versing the lower court, held for the 
plaintiff’s because they needed to give 
only “timely” notice and that was 
given. Said the majority: “In view of 
the meaning judicially imputed to the 
word ‘precluded,’ as employed in Sec- 
tion 23 of the Negotiable Instruments 
Law, ‘timely’ rather than ‘prompt’ 
more correctly defines the character of 
notice which a depositor is required 
to give his bank of a forged check 
cnarged to his account. In the nature 
of things, there can be no arbitrary 
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standard as to the length of time with- 
in which a depositor, after discover- 
ing that his bank has charged a forged 
check to his account, must give the 
bank notice thereof in order that he 
may not be precluded from setting up 
the forgery. Consequently, the cases, 
such as-‘the (bank) cites, where delays 
of specified periods of time in notifica- 
tions were fatal to depositors’ claims 
for recovery, are in no sense con- 
trolling.” 

There was evidence that when Mr. 
Johnson’s checks were returned on 
September 20 he received two en- 
velopes, one containing five authentic 
checks covering an eleven month 
period and the other containing fifteen 
forged checks for the preceding six 
weeks. The Supreme Court majority 
found that this permitted the jury to 
find that the bank knew of the forg- 
eries. Furthermore the forger had 
made good out of his own pocket an 
overdraft when the teller told him on a 
second visit in one day that a check 
cashed earlier that day had overdrawn 
the account. The majority felt a rea- 
sonably prudent man would have been 
put on notice to question the regu- 
larity of that transaction. It could not 
say as a matter of law that the de- 
fendant was not guilty of a want of 
care and therefore the case was for the 
jury. 

The Supreme Court minority view 
was that three principles controlled. 
1. When a depositor has knowledge 
that a bank has improperly paid out 
moneys in his account on forged 
checks, it is his duty, and the sine qua 
non of his right of recovery against 
the bank, to give the bank prompt 
notice of the forgeries. Apart from the 
fact that the word ‘timely’ is wholly 
too vague in connotation to be capable 
of legal application, the fact is that 
in no single adjudicated case has the 
required notice been held to be one 
that is merely ‘timely’; on the con- 
trary, all the cases explicitly hold that 
prompt notice must be given. 2. On 
fixed or conceded facts, the question 
as to whether notice of the forgeries 
measures up to the required standard 
of promptness is one for the determi- 
nation, not of the jury, but of the 
court as a matter of law. 3. It is not 
necessary for the bank to show that 
if the notice of the forgeries had been 


given promptly it might have been 
better able to protect itself by obtain- 
ing reimbursement from the forger 
or his relatives or friends; on the 
contrary, the failure of the depositor 
to give prompt notice absolves the 








YOUR 
“SEEING EYE” 
IN CANADA 





Are you or your customers thinking 
about a business or industrial expan- 
sion in Canada? If so, you'll need 

a “seeing eye” for the facts about 
foreign exchange, raw materials, 
power, transportation, and many 
other details. 


Since 1855, we have built a fund 
of accurate information on 
Canada and its resources. Our 

215 branches from coast to 
coast are able and willing to 
answer your every enquiry 
and provide a complete, 
fast, and efficient banking 
service. Consult us, without 
obligation. 
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The Todd Signer puts your 
signature and the funds it controls 
under double lock and key 





Like a safe deposit box, every Todd Check Signer has two keys—one 
for the bank officer whose signature it contains and one for the clerk 
who operates it. No machine can go into operation without both 
keys—a double protection for your signature and all the funds it 
controls. In addition, each Todd Signer has a non-resettable meter 
which automatically counts every check signed and processed. 
And-—when the money your bank spends for a Todd Signer is amor- 
tized—it costs no more per year than the rental of a safe deposit box. 
Thousands of Todd Check Signers are used today by banks and 
commercial firms of all sizes, both large and small. Countless millions 
of checks have been signed with Todd Signers with perfect control 
and maximum safety. 
@ To get the full facts about the Todd Signer—the machine that 
carries a two-year, $10,000 guarantee against counterfeiting of 
signature plate— mail the coupon zow. No obligation, of course. 
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The Todd Co. Inc., Dept. BCH, Rochester 3, N. Y. 

Please let me have full information about the Todd Pro- 
tectograph Check Signer, without cost or obligation to me. 
Bank Name iiiiieimiaaiaaials 
Address oa = COMPANY, INC. 
City Zone Strate Todd 

ROCHESTER NEW YORK 


Your Name and Title SALES OFFICES IN 


BCH-10-51 


PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 





bank of all liability irrespective of 
whether or not it has thereby suffered 
any disadvantage or loss. 

“While, of course, the bank was 
bound, by implied contract, to pay out 
funds on plaintiffs’ account only on 
their genuine checks, the law impose 
a correlative duty on the plaintiffs a 
depositors, after discovering any forg- 
eries, to notify the bank thereof— 
whether ‘promptly’ or ‘timely’ in this 
case makes no difference because, not 
only was no such notice ever given, 
but, on the contrary, it was deliber- 
ately withheld.” (Johnson et al. vs.... 
81 Atlantic Reporter, second series, 
95.) 
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Escrow Agent’s Liability 
Corporate trust departments, or 
other departments in the bank having 
to do with escrow agreements, would 
do well to treat them with the same 


| careful regard paid to other functions 
| frequently dignified by longer dur- 


| Bank) 


ation and more imposing instruments. 
This case illustrates how modest the 
fees for such work can be. 

A steel supplier and a steel pur- 
chaser went to an excellent bank’s 
trust department and entered into a 
typical tripartite escrow agreement 
reciting: “Marvel Industries, Inc., the 
Purchaser, deposits herewith on exe- 
cution of this Agreement, as part of 
the purchase price, $16,000 in escrow 
with the Trust Department of (The 
as Escrow Agent. The . 
Bank is hereby authorized on behalf 
of the Purchaser to pay to the Seller, 


| R. E. Mullen, the said sum of $16,000 


upon presentation to the... Bank of 
the original Bills of Lading from the 
railroad, showing shipment of all of 
the steel above described, said Bills... 
to show (careful description of con- 
tents of each car). Said Bank shall 
thereupon forward all of said Bills... 
to Marvel ...and... Bank shall there- 


| upon be discharged from .. . this 





Agreement.” It was further provided 
that Marvel would unload and inspect 
and upon verification of the shipment 
as represented would pay the balance 
of the purchase price to Mullen. It was 
categorically stated that the bank was 
a party to the contract only as escrow 
agent. 

The bank accepted the $16,000, and 
an escrow fee of $25. 

Two weeks after execution of the 
agreement Mullen presented six pur- 
ported bills of lading. There was a dis- 
crepancy in the sizes of the sheets of 
steel and the trust officer cleared that 
by telephone with Marvel’s presiden:, 
who confirmed in writing, and three 
days later the bank accepted the bi!'s 
of lading again presented by Mullen, 
paid over the money to him and mailed 
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eryone wants money! 


PPRRBRES HE 4 
Sree 


Millions of families in the expanding 
period of their lives are open-minded to 


suggestions for the most efficient way to 
finance their plan of living. 

Christmas Club is the key that can 
open the door of opportunity —for these 
people—and for you. 

For Christmas Club brings these people 
into the bank and gets them better 
acquainted with the bank and its serv- 
ices. It provides an easy way for the 
bank to help them form the habit of 
saving. And in the great majority of 
cases they subsequently take out home 
mortgage or home improvement loans, 


230 PARK AVENUE, NEW YORK 17, N.Y. 


BUILDS CHARACTER > 


BUILDS SAVINGS - 
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Millions of Families 


start educational funds, rent safe deposit 
boxes, open checking and savings ac- 
counts with the participating institution. 

Christmas Club, A Corporation, can 
help you operate and promote your 
Christmas Club in such a way that it 
will create prospects for every service 
you offer to the public. Why not have 
the nearest Christmas Club staff mem- 
ber discuss the matter with you . . . at 
your desk ... at your convenience? He 
has every system for efficient operation 
and a wide variety of proven advertising 
material to build a profitable program 
to meet your local needs. 


Christinas Bub 


K Corporation 


FOUNDED BY HERBERT F, RAWLL 









with a growing need for money ! 
... Help them along through Christmas Club 


Christmas Club members come from all walks of life 





Housewives 
Executives 
Teachers 
Salesmen 
Doctors 
Lawyers 


Insurance men Manufacturers 


Realty men Office workers 
Carpenters Factory workers 
Nurses Policemen 
Students Firemen 

Grocers Clergymen 


BUILDS BUSINESS 


FOR BANKS 
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the bills of lading to Marvel. 

These bills were forgeries. Three 
weeks later Marvel, not having re- 
ceived the steel, learned from the 
Louisville & Nashville Railroad that 
the bills were spurious and no steel 
shipment had been received by it. Mar- 
vel claimed the $16,000 from the Bank 
and won its claim in the Supreme 
Court of Missouri. 

An express trust was found in the 
escrow agency agreement and the bank 
was held to be a trustee with the duty 
to comply strictly with contract terms. 
The bank in addition to alleging its 
mere agency pleaded to no avail rati- 


fication of the acceptance of the bills 
of lading by Marvel. The impostor had 
ordered a stamp made which purport- 
ed to be that of the L. & N. R.R. and 
the bank contended it did not by the 
escrow agreement guarantee the genu- 
ineness of the bills of lading and could 
only be liable for negligence in ac- 
cepting them. But the Court dis- 
tinguished this case from one where 
an agent shall use reasonable care in 
ascertaining that bills offered are gen- 
uine. The language, said the Court, 
“means true original bills of lading, 
not forged ones. There is no evidence 
... of any business practice or custom 








IN BUSINESS AND BANKS SINCE 1887 
ORIGINATORS OF PERFORATORS 


Cummins 


Cummins-Chicago Corp., Chicago 40, Illinois 
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BE SAFE, BE SURE 


cancel checks by 
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Thousands of banks use the famous 
foolproof CUMMINS 300 Electric 
Perforator to avoid the contingent 
liability that increases daily with 
the use of non-permanent and un- 
safe ink cancelations. CUMMINS 
300 permits each bookkeeper to can- 
cel checks immediately after post- 
ing. No skipped checks. No faint 
cancelations. It’s all done in sec- 
onds ... faster... safer than any 
other method. 


CUMMINS 250 ENDORSER 


CUMMINS 250 Endorser automati- 
cally prints dated endorsements on 
checks of mixed sizes up to 160 per 
minute. All checks stacked in exact 
sequence. Requires no special expe- 
rience—anyone can operate it. Port- 
able: easily moved from one listing 
machine to another. 


See your Cummins man today. Mail this coupon! 


Cummins-Chicago Corporation 
Chicago 40, Ill., Dept. BC-1051 
Simply clip to your letterhead and mail. 
(CD Literature on check cancelers. 
C) Literature on endorsers. 
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| legal competency of the maker. 


| the holder of the note could not re- 








warranting a departure from the 
strict terms of the contract ... ‘Wher. 
a person assumes to and does act as 
the depositary in escrow, he is abs»- 
lutely bound by the terms and conii- 
tions of the deposit and charged with 
a strict execution of the duties volin- 
tarily assumed. It is not in his prov- 
ince to interpret or construe a con- 
tract where he has a duty to perform; ’ 
he must be guided in his duty by what 
the contract says.’ ” 

The Court’s position was succinctly 
stated in its instruction to the jury 
that a form of bill of lading was not 
sufficient unless duly’ signed or 
stamped by one whose act would legal- 
ly bind the railroad. (Marvel Indus- 
tries, Inc. vs. Bank, 239 South West- 
ern Reporter, second series, 346.) 
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Holder in Due Course 
Of Void Instrument 

Banks purchasing commercial paper | 
may not with impunity ignoie the 


| 





New Jersey requires a mental in-} 
competent to pay a reasonable price) 
for “‘necessities” he undertakes to buy. | 
Where an insane person signed a note 
in payment of a bar dispenser unit 
pursuant to a conditional sales con- 
tract, the New Jersey Appellate Court 
held that since it was not a necessity 


cover. 

The bank had purchased the note} 
in good faith for value without notice 
of the maker’s insanity or of any facts) 
to put it on guard. It was a routine 
time sales transaction. 

The Court said that from the note 
itself the bank had knowledge that 7 
instrument was associated with a con- 
tract. Such reference to the sales con- 
tract did not destroy the negotiable 
character of the note; the trouble was} 





that the instrument was void from the} pe 
beginning. The Negotiable Instru-} yo, 
ments Law codified the common law’ that 
on this point. cree 
Thus, the bank was without recourse) tom 
against the maker of the note. It is 
“a traditionally established humane In a 
principle of law and rule of civilized dow 
society.” Here the note was never a 1" 
negotiable instrument. .. . “it is not) 5 ' 
rationalistic to believe that the statute all t 
relating to such instruments was in-) 
tended to have void _ obligations 
cleansed of their inherent invalidity, 
by merely passing through the chan-+ 
nels of trade. all contractual’ c 
engagements must be pursued with cy 


the premonitory realization that the 
enforceability of the obligation fun- 
damentally arises from the mental 
capacity and competency of the part) 
to contract.” (Bank vs. Sansone, 74 
Atlantic Reporter, Second Series, 441.) 
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1 IENCE THAT ATTRACTS NEW 
ACCOUNTS 


SIDE THE BANK 


Le a, RELIEVES CONGESTION IN- 
fs : i= e 
& ja 








HELPS SOLVE PARKING AND 
© TRAFFIC PROBLEMS 


not Which is your most important reason for 
= installing a modern MOSLER DRIVE-IN WINDOW? 














t re- 

a ““In one year alone our bank handled 62,664 transactions 
otice| , : : , ; 
facts through our Drive-In Window... Our customers like this new, Z 
~ convenient service and we have had many new accounts as a 

note result.”’ 
t the Mr. Russell J. Apgar, President, 
-con- First National Bank, Roselle, N. J. 
heed Standard Bay Type Drive-In Window No. 1000, 
‘iable| exterior view with teller’s unit extended. 
> Was) CHECK INTO THE EXPERIENCE of banks safety, too! The Mosler Drive-In Window 
n the} across the country who have installed is a bulletproof glass and steel enclosure. 
stru- Mosler Drive-In Windows. You'll find It is equipped with a protected package 
1 law) that this new service has not only in- and payroll receiver, a two-way speaker 

creased the good will of their regular cus- system and a gunport. 

ourse} tomers, but has added new ones. , 

It is " ore Why not let us show you how quickly 
onan In addition, it has pared transaction time and easily a Mosler Drive-In Window can 

‘lized) down to seconds . . . relieved congestion be installed in your bank—and how quick- 
ver a, iside the bank . . . and helped solve park- ly you can benefit from its many advan- ere 

{ing and traffic problems. You'll note that tages? Just mail the coupon below for te view of Standard Bey Type Drive-In 

s no . : : : : : ’ indow, showing speaker system, cash drawers 
atute  /! this has been accomplished with full further information. Do it today! and teller’s unit. 
is in-) 
tions ee a ee ee eee ee eee a eee ee 
lidity | The MOSLER SAFE Company, Dept. BC-10 
chan-| | Hamilton, Ohio 

tual Fz | Please send me further information regarding the Mosler Drive-In Window. 
‘vit) A Mosler Safe“ | 
t the Since 1848 NAME 

fun- World’s largest builders of safes and vaults . . . Mosler built 
nen tal the U.S. Gold Storage Vaults at Ft. Knox and the famous 
D ttl bank vaults that withstood the Atomic Bomb at Hiroshima | ADDRESS 

arty | 
e, 74 city ZONE___STATE 


Hor 40 ober, 1951 


5 


] 





79 








BANK OF NEW SOUTH WALES 


WwW BANK OF NEW SOUTH WALES BANK OF NEW SOUTH WALES 











KNOW HOW 


Business men and bankers who have visited 
Australia and New Zealand will tell you that the best 
medium for facilitating trade between the U.S.A. and these 
countries is the Bank of New South Wales, largest 
commercial bank there. 

You are invited to use our specialist services 


through your bank. 


BANK OF NEW SOUTH WALES 


British & Foreign Department, Sydney, Australia 


ANK OF NEW SOUTH WALES BANK OF NEW SOUTH WALE 


BANK OF NEW SOUTH WALES 


W S31VM HLNOS MSN SO MNVE S3AIVM HLNOS MAN SO ANVE 





WHEN DO YOU NEED IT? 


As the country gets deeper into the 
defense program, with its accompanying 
: shortages of materials and manpower, 

manufacturers naturally will encounter 
difficulties that tend to slow down de- 
liveries. There doesn’t seem to be any 
effective hedge against this condition 
so we will have to live with it and do 
the best we can. 


During the last war we maintained rela- 

tively good service, although at times it 

was necessary to switch orders from one 

plant to another. Throughout the most 

critical periods we followed the practice 

of phoning all plants each morning to 
check on what came in and what went 
i out, and whenever a plant was snowed 
under we air mailed its surplus orders 
to some other plant. Needless to say, 
such switching of orders hit some of 
our plants pretty hard because they were 
struggling to get out their own work, 
but it was gratifying to observe their 
willingness to help and the uncomplain- 
ing and effective manner in which it 
was done. 


We do not anticipate another situation 


as trying as that experienced during the 
last war for several reasons. First, we 
cannot bring ourselves to believe that 
there will 4 any full-scale conflict. 
Second, we do not think the manpower 
shortage will be nearly as acute. Third, 
we are inclined to believe that the scar- 
city of materials will be less of a prob- 
lem. And finally, we ourselves are in 
much better shape from a standpoint 
of mechanical facilities. 


Nevertheless, the scare headlines will 
continue to be with us and the urge to 
build up inventories will be strong. It 
cannot 4 done, of course, because any 
general attempt to do so would create 
a false scarcity. We expect to be able to 
turn out this year all the checks our 
customers ond this year, and we expect 
to be able to turn out next year all the 
checks our customers will need next 
year. We do not, however, expect to be 
able to turn out in any one year what 
our customers might need for two years’ 
consumption. In other words, the story 
still is to buy normally and specify 
deliveries when those deliveries are 
actually needed. 
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Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 











COUNTRY BANKING 


(CONTINUED FROM PAGE 35) 


signer on his note; that any one of 
them could obtain money from her in- 
stitution on his own. “But what [ 
wanted to find out,” she continued, 
“was whether you yourself are good 
and now I am satisfied you are.” 

This was still beyond his compre- 
hension so she explained further: “Of 
course, the bank is sure of its money 
whether you make good or not. But 
if I had to be forced to collect it from 
your surety signers it would leave a 
feeling of resentment with every one 
of them, not only against you but 
against the bank, even though they 
knew the bank had no other recourse. 
Moreover, we feel it is our moral re- 
sponsibility to protect these people, as 
well as ourselves, when they sign 
somebody else’s paper.” 

“Miss Manye is the best credit ex- 
pert in the state,” says J. R. Kellam, 
Jr., one of the bank’s directors and 
executive vice-president of the Com- 
merce Union Bank in Nashville. “She 
knows what it costs to grow an acre 
of tobacco, raise a Jersey cow, or feed 
a flock of laying hens. She knows the 
condition of practically every farmer 
in the county. She is better informed 
than any one I know on the cost of 
building a house or starting a small 
town business and the essential qual- 
ities for putting it over successfully.” 

Strangely enough, Miss Hammock 
has never been converted to the idea 
of making installment loans. For in- 
stance, she has made only one auto- 
mobile loan on this basis since Regula- 
tion W was reinstated. She believes 
that “easy payment” loans encourage 
overspending, and another factor un- 
doubtedly is the amount of additional 
record-keeping they would entail for 
the small staff. 


ARM loans constitute the bulk of 

the credits. Growing crops such as 
tobacco and corn are financed, and it 
is the exception when chattel mort- 
gages are required as security. A few 
financial statements are taken, largely 
on newcomers. Six months is the max- 
imum maturity, and the customary 
rate is six per cent, although a few 
five per cent loans are made. 

From the standpoint of overall loan 
volume, Miss Hammock has been trim- 
ming her sails this year, again re 
vealing the conservative side of her 
nature. Whereas the loan portfolio at 
the 1950 year-end stood at $440,000, 
the total is now only about half that 
figure. She not only considers this 4 
contribution to the voluntary credit 
restraint program but also believes it 
to be sound banking in view of fuiure 
uncertainties. 

Conservatism is found, too, in the 
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Gicther 


by FIRST 
NATIONAL 


Your name and 
address imprinted 
Free on your 

personal checks 


GRR ec cccccccccce 





“LET'S BUILD OREGON fT 
Open 10 to 5 including 


A free service made possible 


by low cost imprinting 


°"? Tavidson De 


A good, solid business builder, of course. But... it’s infinitely more. 
First National Bank of Portland says these personalized checks are 
responsible for important savings in time and money. Identifica- 
tion of signatures is greatly simplified. Transactions are handled 
much faster. And personal checking account customers like them. 

Costly? Not at all. So low, in fact, that this service is supplied 
free. Customers’ names and addresses are typed on low cost 
Davidson Paper Masters with an electric typewriter. Checks are 
imprinted on a Davidson Dual in groups of five to a sheet and 
stapled 50 to a book including a re-order form. The entire opera- 
tion is speedy, simple, and most economical. 

Your nearest Davidson representative will be glad to give you 
full details and show you how you can offer this same service to 
your patrons. Write today...no obligation. 





DAVIDSON CORPORATION 


A SUBSIDIARY OF MERGENTHALER LINOTYPE COMPANY 1042-60 West Adams Street, Chicago 7, Illinots 


October, 1951 


$1 











Speeding Michigan, 
Canadian and Foreign Transactions 


When you select Manufacturers National Bank as 
your Detroit correspondent, we can provide direct 
service for you and your customers through strategi- 
cally located offices in three of the cities that make 
up the greater Detroit area. 


Our knowledge of Michigan business, our close prox- 
imity to Canada, and Detroit’s growing importance 
as the nation’s third port—these are plus factors to 
permit greater speed and efficiency in the handling of 
Michigan, Canadian and foreign banking transactions. 


MANUFACTURERS NATIONAL BANK 


DETROIT - HIGHLAND PARK + DEARBORN 


Member Federal Deposit Insurance Corporation 











Time Out 
For 


EnterTRAINing 


Bookkeepers of the 
First National Bank, 
Montgomery, Alabama, 
take 15 minutes for 


EnterTRAINment. 


EnterTRAINment is used by the First National Bank of 
Montgomery, Ala., to train bookkeepers in the “Why” behind 
important banking transactions! Developed and success-tested 
by experienced bankers, EnterTRAINment’s down-to-earth 
Training Program reduces the frequency of errors, 


increases bookkeeper 
efficiency, and builds CLIP AND MAIL FOR COMPLETE DETAILS 
bookkeeper morale — thus 





combats the high cost of | Gentlemen: Please send me full 
bookkeeper turnover! Letus 4 EnterTRAINment information— | 
send you complete details , a oe 
absolutely without obligation —— 
to your bank. , Si | 
- I Ss saiienisceiniceininaininirniineiacnsiniiininsesiesiicenneaititisians , | 
Entertrainment, Inc. | 
. . RD inivittnvinsininsiintntnititaaaiininiaiania 
Directors: Arthur J. Linn, Ed. G. Uhl, Jas. E. Potts i | 
734.-15th Street, N. W. ccccccccccccccccceccccocccocceceveccccoccccococossocooocnsoeseesooce 
Washington 5, D. C. l -— = -—-e @ “ewe ae _Bi031_ | 
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bond account. Half of the investmen 
portfolio is due in eight to ten month: 


| A somewhat longer position is mai) 
| tained in state and municipal oblig 


tions but only bonds of the highe.; 


| rating are selected. The average ; .- 
| turn from the investment account in 


1950 was 1.44 per cent. 

Service charge revenue is not a ma- 
jor factor in the bank’s earninys, 
amounting only to $375 or $400 a year. 
Many of the bank’s accounts average 


‘| less than $50, and on these a basic 


| monthly charge of 50 cents is made. 
| Ten free checks are then allowed, 


beyond which a charge of three cents 


a check is levied. For each $10 of | 


deposits above $50, two more free 
checks are permitted. 


ESPITE certain conservative as- 
pects of management the bank’s 
rate of earnings might well provoke 


| some envious twinges on the part of 





many city bankers. In view of the 
bank’s liquidity it is not believed nec- 
essary to add substantially to capital 
funds by stinting stockholders, and 
Bank of Hartsville has regularly paid 
12 per cent dividends each year. 

Miss Manye considers banking to be 
a fine field for women. She remembers 
how customers at first would some- 
times not let her wait on them, and 
how this prejudice later disappeared 
and they asked to have her handle 
their transactions. 


“If a woman is really interested, it 
has been my experience that she does 
her work more accurately than men,” 
she asserts. Incidentally, Miss Ham- 
mock is a charter member of the Asso- 
ciation of Bank Women, and Vice- 
President Ruby Thompson is also a 
member. 


An unusual method of personnel 
selection prevails at the bank. Miss 
Hammock personally chooses all em- 
ployees, and modestly disclaims any 
credit for the bank’s success, at- 
tributing it to the staff. Whenever she 
has to fill a vacancy no one outside the 
working force ever knows there is a 
job open. She doesn’t want to dis- 
appoint any applicant by turning him 
down. Instead, she keeps her eyes open 
for every potentially suitable prospect 
until she is sure she has spotted the 
right one. She then surprises him (or 
her) by offering the job. 

Miss Manye’s record of helpful 
friendly service to her community has 


| brought her the townpeople’s high re- 


gard. This was strikingly attested in 
the late 30’s, when she was qualified 
without her consent as a candidate for 
mayor. She insisted that she could not 
possibly give the office the attentio: it 


_ demanded. On election day she ‘id 


| 


electioneering in reverse by frantic: lly 
urging people not to vote for her. put 
despite this negative effort she sno od 
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The Burroughs Deposit Receipt is legible, con- 
venient, and an ideal medium for brief mes- 
sages advertising bank services. It has become 
the accepted form of deposit receipt all over 
the country. Take advantage of the years of 
experience and customer acceptance behind 
this receipt and the machine that issues it by 
installing the Burroughs Commercial Teller’s 
Machine in your bank. Call your Burroughs 
man today and get the facts. 


Ten years of 


customer acceptance 





Burroughs 
Commercial Teller’s 
Machine 


WHEREVER THERE’S BUSINESS THERE’S 
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STATE 
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who, with 


Whatever 


Member 
Federal 
Deposit 

Insurance 


Corporation 


Latin America— 
ready, willing, able! 


Recent interviews with more than a hundred 
Latin American bankers, industrialists and 
import-exporters indicate good markets becoming 
increasingly better in eight countries visited. 


This Bank’s Foreign Department is in constant 
touch with all Latin American countries, not 
only through frequent person-to-person contacts, 
but through long established correspondents, 


us, know how to expedite each 


credit transaction. 


your prospect in Latin America, this 


Bank can give you both information and contacts 
to accelerate your import-export program. 


‘THE BANK OF 
CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


SAN FRANCISCO + PORTLAND + SEATTLE + TACOMA 


5) 


(Two offices 
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Your letterhead on WESTON 
BOND commands attention — in- 
sures a favorable reception for your 
| correspondence and sales mes- 
| sages. WESTON BOND is made 





He only reads letters typed 0 





» 
WESTON BOND... 


(, 
an | 


Us 
&3 












by one of America’s oldest and 
most famous papet-making fam- 
ilies... Byron Weston Company, 
Dalton, Massachusetts. Write for 
sample book. 








WESTON 


ade by the Makers of OLD HAMPSHIRE’BOND and a Complete Line of Papers for Business Records 





BOND 




















under her opponent 8 to 1, and relwc-| gtitut: 
tantly accepted the new responsibility.| per of 
In fact, after the office was wished on] mer p 
her she threw into it the same eneryy] Assoc 
she lavishes on her banking duties.| comm 
Her assistant cashier, Buford Thomp-] memb 
son, was elected on the same ticket and] Board 
together they helped to carry through] finan 
some vital municipal improvements, 43, an 
such as a badly needed sewer sysiem.] He is 
The result was that when her two-year] retary 
term expired, the voters of Hartsville anoke 
refused to call an election to replace] served 
her. She had to serve on by defaultiof Sou 
for four consecutive terms _before§sopal 
being allowed to retire from political] forme 
life. Minge 
Thus Hartsville may well be proud§marri 
of its “madam bank president.” She} yyy. 
has served the community well, hu-J, of 
manized her job, been a key factor in} hayte 
the town’s financial and business life} nymbe 
and developed her bank into one offys A; 
the strongest and best of its size infong vi 
the state. dent il 


In t 
tion, | 
Comm 


A.B.AL SPOKESMAN ae. 


was al, 
islativ 
proved unusually successful. Questions}1949, 
that had been received by the bankftion’s 
for the preceding twelve months werecntin: 
numbered and mimeographed so thatjwas e 
bank officers in attendance could sim4A. B. , 
ply ask by number for answers to thaChicag 
questions in which they were interest4 [t 
ed. This provided an easy introduction] Cocke’: 
to discussions of timely subjects. that b: 
Last year, the bank’s trust depart4A. B. ¢ 
ment held its first finance forum. Ifhad an 
was for women; this winter the trust mai 
department will hold one for men. Thig (Cocke 
year the annual stockholders meeting Federa 
took a new turn. It was a luncheomfhave s 
meeting, carefully prepared, withuation: 
questions invited, and was attended byoutstar 
more than 200 interested stockholdersjof a ¢] 
Perhaps it might be well to explaim(orrect 
that these are the activities of a ban'gkind o! 
whose resources today total $80,000,4' wor 
000 and that has grown from total req As . 
sources of $28,000,000 in the nearlyglocke 
fourteen years that Francis Cocke hagthallen 
-served as president. The figures ar@ It fa 
those of a bank, in a city of 92,000§shortas 
that is today doing 85 per cent of itginto th 
business with the owners of small acfcreasec 
counts. 
It is probably already apparent thagSays, a 
Mr. Cocke is a man who would take aijbooklet 
active part in the business, civic angald bar 
religious life of his community ang It fa 


(CONTINUED FROM PAGE 40) 

































has an 


| State. He is a board member of nUjgreat ; 


merous Virginia corporations. He hafthe pa: 
been a member of the board of trusteefthe fig 
of Hollins College since 1928 and }reSportant 
ident of the board since 1938. It is inftome a 
| teresting to note that his grandfa‘ \elppenc ir 
| Charles Lewis Cocke, founded this inf It fs 
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stitution in 1842. He has been a mem- 
ty. ber of the board of trustees and for- 
me! president of the Roanoke Hospital 
Community Fund for two years; a 
Board; Chairman of Region V, War 
Finance Committee for Virginia, 1941- 
143, and State Vice Chairman, 1943-48. 


anoke Rotary Club. Since 1919 he has 
served as Chancellor of the Diocese 


opal Church. He and his wife, the 
former Miss’ Francis 


married daughter and two grandsons. 

Mr. Cocke has also given unstinting- 
ly of his service in the interests of 
chartered banking. He has held a 
4number of offices in the Virginia Bank- 
es Association. He was elected sec- 


Association; chairman of the Roanoke | 


member of the Virginia State Library 


.1He is a charter member and first sec- | 
rlretary and past president of the Ro- | 
of Southwestern Virginia of the Epis- | 


Tilghman | 
Mingea, of Abingdon, Virginia have a | 





ond vice president in 1946 and presi- 
dent in 1948. 

In the American Bankers Associa- 
tion, he served as a member of the 
Committee on Federal Legislation 
| from 1941 to 1950 and as chairman of 

that committee from 1946 to 1950. He 
was also chairman of the Federal Leg- 
islative Council from 1946 to 1950. In 
1949, he was elected to the associa- 
tion’s Executive Council, in which he 
continues as an ex officio member. He 
was elected vice president of the 
\. B. A. last year and president at the 
Chicago convention, October 3. 

erest? It was the effectiveness of Mr. 
uction\(ocke’s work in legislative matters 
S. that brought him to the front in the 
epartjA.B. A. Said a staff member who has 
m. Ithad an opportunity to witness his work 

trustion many occasions, “I have seen Mr. 
. ThigCocke in action as a member of our 
eeting Federal Legislative Committee and I | 
icheomfhave seen him meet many difficult sit- 

withfuations. In every case, he exhibited | 
led byoutstanding poise. He has the quality 
yidersjof a champion in being able to make 
xplaig¢orrect decisions. Above all, he is the 
. bangkind of person that makes people like | 
0,000,409 work with him and for him.” 
tal req? As association president, Francis 
nearlylocke feels that banking faces many 
ke hagthallenges: 
es ar@ It faces the challenge of a manpower 
)2,0008shortage, of attracting young people 
of it¥into the ranks of banking, and of in- 
all ac§creased operating costs. The A. B. A. 

has anticipated these challenges, he 

it tha§Says, and has taken steps through its 
ake algbooklets, programs and conferences to 
ic an@aid banks in meeting them. 
ty ang It faces the challenge of guiding the 
of nufgreat group of employed persons into 
He hafthe paths of thrift and savings. In 
rusteegthe ficht against inflation, it is im- 
d prespportant, he states, that as much in- | 
t is Infome as possible be removed from the 
fatnelppencing stream. 


) 
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were 
» that 
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his iM} It faces the challenge built up by 
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Model 150 

BRANDT AUTOMATIC CASHIER— 
trap door type. Coins delivered to 
customer by teller. 


Model 250 

BRANDT AUTOMATIC CASHIER— 
delivery chute type. Coins delivered 
direct to customer. 


Complete Tustallation . . 
COMPLETE CONTROL 


Solving the coin handling problems of 
bankers has been our business since 1890. 
During the past sixty-one years Brandt 
machines have been continuously im- 
= proved and new products have been in- 
Model SL_ = 

BRANDT COIN SORTER AND COUNTER— 


motor driven. Sorts and counts mixed coins, 


troduced with the result that every coin 
pennies to half dollars inclusive. 


handling operation in a bank can be ac- 
complished with mechanical perfection 
in a minimum of time with Brandt ma- 
chines. For complete coin handling con- 
trol with maximum speed and absolute 
accuracy, make a complete installation 
of Brandt machines. Their durability as- 
sures top notch performance for years. 
Model CDM 

peter cere, on. ee 


to silver dollars inclusive. A hand operated 
machine can also be supplied. 


BRANDT AUTOMATIC CASHIER CO. 


EE a se ee i ee Se ee A ee 

















"Brandt" and ''Cashier" registered United States Patent Office and Canadian Trade Marks Office 
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EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 








STRAYER 


ALL STEEL Sliding Drawer 
STORAGE FILES 


INTERLOCK IN STACK—Vertical and 
Parallel Horizontal— AUTOMATICALLY 





MADE ANY SIZE TO YOUR SPECIFICATIONS 
NO STACKING PARTS NEEDED 





We guarantee our transfer Files to please you or no cost fo you in the transaction 








-- MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 


Manufacturers of BANK SUPPLIES Since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 























BANK SIGNS 


IN DIGNIFIED BRONZE 


* * * 





Picture the name of your bank in en- 


during bronze ... the names of your 
personnel in desk plates of the same 
handsome metal. 

Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards at very economical prices. 

Send for free illustrated literature. 


* * * 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2” x 10” 
ON BRONZE EASEL 


—_—- 


| Me. BARRETT | 


— 


——- 





COST $7.50 


* * a 
“BRONZE TABLET HEADQUARTERS” 


United States Bronze Sign Co., Inc. 
570 Broadway Dept. BM NEW YORK 12, N. Y. 
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PUNCHES sheets and covers of any size 
or weight, quickly, accurately 
ast ere 





BINDS up to 250 books an hour with 
colorful GBC plastic bindings 


BIND THIS MODERN WAY 
right in your own OFFICE 


Add prestige and attention com- 
pelling appearance to propos- 
als, reports, statements quickly 
...easily...economically with 
GBC portable plastic binding 
equipment.* Pages turn easily 
...lie flat. Also binds customer 
imprinted checkbooks—a new 
on-the-spot service used enthu- 
siastically by leading banks. 
Complete GBC equipment costs 
less than a typewriter. Anyone 
can operate. 

*PATENTS PENDING 


— SPECIAL OFFER 
: FREE 


Get illustrated brochure 
and 2 useful memo books 

aad 
» General Binding Corporation 


simply by asking. No obli- 
gation—so act NOW! 
808 W. Belmont Ave., Dept. BCH-10 
Chicago 14, Ill. 






































those who have attempted to discou: 
age the use of Savings Bonds as an 
investment. Bankers must meet this 
challenge by encouraging the purchase 
of bonds and by encouraging individ- 
uals to extend the maturities of £ 
Bonds now coming due in accordance 
with the plan recently announced by 
the Treasury. 

It faces the challenge of directing 
credit into the financing of defense 
production and into necessary Civilian 
production and of diverting credit 
from speculative and non-productive 
purposes. This program of voluntary 
credit restraint has been called a great 
adventure in American finance, he 
says. As a part of the fight against 
inflation, it is the joint responsibility 
of bankers and business men. He be- 
lieves the program is having its effect 
already, that the figures indicate that 
this is true. 

It faces the challenge of maintain- 
ing the confidence of the public. Today 
banks stand in probably the best posi- 
tion they have ever occupied in this 
country, he points out. It is banking’s 
responsibility to see that this position 
is maintained. 

“The banker,” says Francis Cocke in 
summary, “who heeds the warning of 
the voluntary credit restraint pro- 
gram; who screens his loans carefully, 
even though he may lose a loan occa- 
sionally; who sees to it that in spite 
of all inducements his bank keeps a 
proper proportion of risk assets to 
capital; who promotes thrift; and who 
helps to distribute the holding of the 
government debt—this is the banker 


| who will be looked up to and respected 
as a leader of the banking profession 
| in the days to come.” 
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BANK COLLEGES 


(CONTINUED FROM PAGE 38) 


ed with these courses. Presumably all 
the men taking them have the certifi- 
cate of the Institute of Bankers, 
which is almost a necessity for juniors 
in the banks. The competitive spirit is 
almost entirely lacking, and the rela- 
tions between instructors and the in- 
structed is completely free and demo- 
cratic. Students are encouraged to 
argue if they think they know a better 
way of doing something than the in- 
structor, but the instructors have lib- 
erty to do some extremely plain 
speaking if they see where a student 
could alter his attitude or his manner- 
isms with profit to himself. Perhaps 
the best test of the courses is that 
almost all the men leave them with ‘he 
hope that their records will cause them 
to be invited to another course. 

So far as juniors are concerned, «ll 
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our- the banks have adopted the policy that 


> 42 Tsome preliminary training should be 
> [undergone before assignment to a 


hase | pranch or a department. The Midland 
IVic- Thas nine schools of this sort, in London 
f & and in provincial cities, where begin- 
7 © Iners are instructed. Lloyds have a res- 
1 oy 


idential training centre at Hindhead, 
not far from London, where most 
ting |young men employees spend two or 
ense {three months. Barclays have a train- 
ilian jing college at Wimbledon, where re- 
redit [fresher courses on two levels are 
‘tive |maintained. 





Did you study the artists ee _. 
ee [ee Westminster Bank decided the 79 of the July a path reeaeeul., new 
| he outlines of its educational program article ce ng ten Ps torch that burns 
deat when the end of the war was in sight, pe apy oe and concrete in an amazingly 
ility aud it now has a junior residential through stee rticle further pointed out 
“tf center at Oakenholt, Oxford, which short time. Thea 





that such portable ae ee ae 
tial in bank vault urg ss 
eer into the possession of criminals. 























ffect |has proved highly successful. Instruc- 
that tion at this school is on a co-educa- 
tional basis, although the course for 


_ . afe and Vault 
men is eight weeks and for women five As you know, the history of the S 


ai ; onflict 
= weeks. Lloyds now has a staff college | industry has ponte agence tates utile 
sends for senior and managerial staff at | with the ee pees counter-defenses are 
this Fanhams Hall, Hertfordshire. | ized by gga : result, today's modern 
no’s | Lhe National Provincial Bank has | developed. the finest protection known 
8 8 | ow opened a staff training centre, so vaults embody t be minimized. The 
tion | that all of the so-called “Big Five” are | . - -afactor that get fact that complete 
. {pursuing more or less similar policies. | new torch emphas+2 more than physical pro- 
‘el |Premises have been obtained at Un- security ee Burglar Alarm system. . - 
8 OF lsted Park, near Godalming, Surrey, tection. . A = is absolutely essential for 
Pro- lone of the most delightful districts in ates — wtboncel rd 
uly, lthe south of England. The house is a complete p ratee’ whe at 
ec Thistoric Georgian mansion, completely | Every banker can stop the satew ed portable 
‘pite Imodernized for the uses to which it is | tacks with this newly ee oingeare 
DS 2 |now being put. | oxygen-aluminum eng “Diebold-McClintock 
s to} All of these training colleges are | protection of Grade certificated and ap- 
who within easy reach of neighboring golf | Burglar Alarm goeecone ten: Laboratories. 
the | dubs and similar institutions, and the | proved by oe home that no vault pro- 
nker Hubs have been very friendly in ex- | For it is aansyer a McClintock certificated 
pe tending clubhouse and course cour- | tected by a Diebold~ 
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alarm has ever been successfully burglar- 
ized. -_ 
install- 
end that you check your 1 
aan ae . « e to be absolutely sure om 
your institution is properly protec 
against this new hazard. 


tesies to the bank men who are, for the | 
time being, in their midst. | 
Here may be mentioned the difficulty | 
which the banks are having in recruit- | 
ing personnel of the desired calibre. | 
This problem is complicated by the | 
fact that all young men must put in 18 
months of military training at a 
Period in their lives when they should 
y all }be most receptive to training for their 
rtifi- [chosen profession. Again, university 
cers, [''aining is available in England for 
iors Much greater numbers than before the 
it is fVar, and young men who gain scholar- 
rela- {ships or whose parents can afford it 
» in- fre remaining for further education. 
»mo- All the banks are, therefore, making | 
| topsreat efforts to recruit young men of 
iter ithe desired standards. For some rea- | 
> in-#80n, schoolmasters, who exert great | 
lib-Pnfluence in this matter, very often | 
lain advise their pupils to seek posts in the | 
dent{Civil Service or in other occupations. 
ner-|The banks have to fight this obstacle. 
haps |As things are at present, approximate- 
thatPYy 1€ out of every 17 new entrants to 
. thefthe banks are girls, who must be re- 


hemarced more or less as temporary em- 
oyees, 


i, all] An interesting problem in bank ie ee 1859 
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Sincerely yours, 


Lion 


G.fi. Bockius, President 
Diebold, Incorporated 
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BANK DIVISION 


BANK VAULT EQUIPMENT @ BURGLAR ° 


i : : 7 ALARMS @ SAFES, CHESTS AND VAULT 
I( ee 4 DOORS @ MICROFILM e ROTARY, 
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VERTICAL AND VISIBLE FILING 
EQUIPMENT 














education is that now being studied by 
the management of Barclays Bank 
(Dominion, Colonial and Overseas) 
the foreign subsidiary of Barclays 
Bank, which operates 627 branches in 





40 countries, mainly in Africa, the 
Mediterranean and West Indies. The 
employees in these branches are partly 
recruited and trained in London, and 
partly in their own countries. The 








The Southeast 
at your finger tips 


Southeast at your finger tips. 


of financial transactions. 
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Use THE FULTON NATIONAL BANK 
OF ATLANTA and have the entire 


Atlanta, key financial, manufac- 
turing and distribution center of the &% 
Southeast is the spot to keep your Ggy 
funds in connection with your 
Southern operations. Membership ¢ 
in The Bank Wire enables us to 
expedite the handling of all types 

















“es ATOR VALET 


Keeps Wraps “In Press”’ 


Dry and Aired in less space 


This 4 foot, 3-U Office Valet 
accommodates 12—provides 
each a coat hanger and hat 
space with a shelf for overshoes 
and double umbrella racks. 





The Office Valet offers a com- 
plete line of modern beautifully 





finished, space saving steel 


wardrobe equipment for homes, 
factories, offices, schools, 
churches and public buildings— 
everything from small knock- 





down party racks to complete 
locker rooms or checkrooms. 


Write for Bulletin OV15 







VOGEL - PETERSON CO. 


624 So. Michigan Ave., Chicago 5, Ill. 
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CHECK CERTIFIER 





Absolute protection against forgery and alteration 


SECURITY CERTIFIER COMPANY 


5S Beekman Street New York 7, N. Y¥. 














Representatives wanted 








Manefacterers of 
MACHINE AND HAND POSTING 


PASSBOOKS DEPOSIT RECEIPT 
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REQUEST \) 


WILLIAM EXLINE INC. 


CLEVELAND 13 
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$4.00 per doz. 
Durilium Point 
@ Always Sharp 
@ Feels Sharp @ Stays Sharp 


FISHER PEN COMPANY 
757 Waveland Avyw., Chicago 13, Ill 





| exercise 


| the junior board members be stock- 
holders, but of course it is desirable 
| and it usually follows that they obtain 
_ stock as soon as it becomes available. 
| The average age of our board of direc- 
| tors, at 54, is relatively young. The 
| average age of the five men selected 








problem is a big one, and is being 
carefully considered by the bank. 

These bank educational programs 
cost money and they are being oper:t- 
ed in a period when bank earnings are 
slim and every reasonable economy 
must be made. Nevertheless, they are 
considered to have more than justified 
themselves and are unquestionably 
now a firm fixture in the future of 
British banking. 
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JUMOR DIRECTORS 


(CONTINUED FROM PAGE 41) 


the junior board sit in all directors 
meetings. They have the same full 
privilege of discussion as have the 
directors, and are urged to be free in 
expressing their opinions. Although 
the junior board members do not have 
a legal vote at the board meetings, 
they are urged to vote as an expression 
of their opinion, although such vote is f 
not registered in the minutes. The 
directors and officers of our bank be- 
lieve that much good can come from 
the fresh, vigorous thoughts of young 
business men who can sit with us in 
our deliberations and in our future 
planning. The young business men of 
the caliber we are selecting will be 
anxious to gain the practical experi- 
ence and “know how” that come from 
such meetings and contacts. 

When our directors created this 
junior board, we placed no limitation 
on the number that could be appointed. 
We began by appointing five junior 
board members and selected them with 
the same careful consideration that we 
in filling a vacant senior 
directorship. We do not require that 


secs een at genie 


an Gen Otiea 
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as junior board members is 27, which, 
coincidentally, is exactly one-half the 
age of the seniors. All of the junior 
board members are officials, partners, 
or owners of substantial businesses. 
Prior to the adoption of this plan 
of junior board membership, we 
screened the plan carefully with our 
State Banking Department of Texas 
and with the officials of the Federal é 
Reserve Bank of Dallas. They gave ithe 
not only their hearty approval but 
acclaimed it as a real forward step Inf 
banking. We have now had a number§ 
of meetings of our board of directors 
which have included our junior board 
members, and we are more convinced 
than ever that it is a very feasible nd 
workable plan and will bring greate 
results than we had first anticipated. bia 
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